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o Sey, 
= = “Whenever my ropes must operate over sheaves or drums... 

Saee\ then I want American Cable’s TRU-LAY Preformed. It has 
greater fatigue resistance; lasts longer; is easier to work.”’ 

So say thousands of operators from every industry. Nor do they say 
and believe that just because we insist upon it in magazine advertise- 
ments. They know from actual field and plant experience extending 
over a period of years. 

Join the rapidly increasing ranks of industrial money and time 
savers by specifying American Cable’s TRU-LAY Preformed. All 
American Cable’s Wire Ropes made of Improved Plow Steel are 
identified with the Emerald Strand 


BUY ACCO QUALITY— whether in American Cable Division’s Ropes — American 
Chains (Weed Tire Chains and Welded or Weldless Chains)—Campbell Abrasive 
Cutting Machines— Page Wire Fence—Page Welding Wire— Reading-Pratt & Cady 
Valves—Wright Hoists or any other of the 137 ACCO Quality Products. 


AMERICAN CABLE DIVISION 
WILKES-BARRE, PENNSYLVANIA 


District Offices: Atlanta, Chicago, Detroit, Denver, Los Angeles, 
New York, Philadelphia, Pittsburgh, Houston, San Frencisco 


In Business for Your Safety 


\ AMERICAN CHAIN & CABLE COMPANY, 


For additional products see Buyer's Director 
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ABUSE OF PURCHASING POWER 


URCHASING power is a_ recognized 
VP factor in commercial negotiations. Like 
every other form of power, it is subject to 
abuse, but neither business ethics nor good 
business sense condone its use as an 
oppressive force. Some forms of reciprocity 
are on the borderline. Yet reciprocity, as a 
considered policy of management, can be 
defended, It may sacrifice some of the buying 
advantages of purchasing power, but for some 
compensating advantages in other phases of 
the business, and in so doing it enlists the 
purchasing power of its customers. 





Governmental expenditures represent the largest single block of pur- 
chasing power in the country, a purchasing power nominally dedicated to 
economy and to economic recovery. In 1936, the Walsh-Healey Public 
Contracts Act began to use that purchasing power, at a sacrifice of efficient 
buying, to enforce a program of social welfare. As a considered and duly 
authorized policy of governmental management, that too can be defended. 


But no such justification exists for the actions disclosed in the House 
Investigation of the National Labor Relations Board. The testimony of 
February 13 and 14 reveals that the Chairman of N.L.R.B. approached the 
Secretary of the Treasury and officers of the Procurement Division, asking 
that specific contracts be withheld from at least two companies which were 
respondents in hearings before the Board. This attempt to put suppliers on 
a blacklist was wholly without authorization in statute. It was made not 
only before the companies had an opportunity to present their case in a 
court of law, but, in one case, even before the N.L.R.B. itself had reached 
a decision! 


As a matter of fact, and to the credit of government buyers, they did 
not accept the suggestion. Mr. Madden referred to his action as a ‘‘sensible”’ 
request to make. Most business men, however, will regard the attempt as 
nothing short of blackjack tactics, an infringement of basic rights at law, 
and a most flagrant abuse of purchasing power such as responsible business 
itself would never tolerate. 


UL Vile 
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COST 4 


Consider Labor Costs 
When Buying Steel 





On most jobs, shop labor costs are the biggest 





single factor—and they depend to a large degree 


















on the steel used. If bars are too hard for bend- 
ing or forming—or have hard spots to break or 
dull tools 
if in the case of alloy steel the required proper- 


if some shapes are not straight—or 


ties are not developed by the first heat treat- 


ment—then up go costs, down go profits. 


Purchasing steel that is uniform and has the 


properties most desirable for your particular use 


Principal products in stock for Im- 
mediate Shipment include—Bars, 
Structurals, Plates, Iron and Steel 
Sheets, Tubing, Shafting, Strip Steel, 
Alloy Steels, Tool Steels, Stainless, 
Babbitt, Welding Rod, etc. 


{ CERTIFIED] 
Sree rf 





For additional products se 
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often pays big dividends in the form of decreased 
shop costs. You do not have to pay any more 
for this kind of steel 


For several years Ryerson has been building 


so why not get it? 


up stocks of these better, more uniform steels. 
Careful selection, checking, testing and inspect- 
ing assure the uniform high quality necessary 
for Ryerson Certification. Try Ryerson Certified 
Steels on your hardest job—and check the labor 


costs. Many have told us that it pays. 








Joseph T. Ryerson & Son, Inc. Plants at: Chicago, 
Milwaukee, St. Louis, Cincinnati, Detroit, Cleveland, 
i Buffalo, Boston, Philadelphia, Jersey City. 


¢TEELS 


> Buyer's Directory, page 




















Popular Fred Haker, General Manag 
of Purchases, spends more than $4 
000,000 per year without red tape 
confusion. 


By 
HARTLEY W. BARCLAY 


ALLIS-CHALMERS BUYS 


RED HAKER, farm boy, who in 1900 when a He doesn’t fuss but gets things don 
lad of eighteen, came to the Allis-Chalmers Mfg back he brought stainless steel forgings 
Company as a stenographer, was recently appointed York as personal baggage . . . an entir 
General Manager of Purchases in charge of all plants. full of them. The company had to hav 
| In this capacity he will spend 45,000,000 dollars per right now ... so Fred got them. H: 
year; and salesmen from every corner of the earth and confirmed materials on a million do 
will beat a path to his office to get their share. his company had with a ten day option 
It’s a big job, but he handles it without red tape for shipment when the contract was s! 
or confusion. He will occasionally criticize one of his plier tried to welsh . . . Haker made hin 
men for not being direct, clear and simple; but when and like it. Allis-Chalmers got its mat 
he does, that man has asked for it, because clarity but today, some years after the event, Fr 
and simplicity are Fred Haker’s fetishes. And if the that he sweat blood. Another time he | 
people around him don’t know it, they should .. . loads of patterns out of storage, hook 
generally he is quiet and genial. Because of these de-luxe train and took them to an east 
traits, among industrial machinery and supply sales- Reason? These castings had to be had 
men he is one of the most popular men in industry. now. 
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Norwood Works Pittsburgh Works 
R_N. MILLER H. |. ZECK 


Purchasing Agent Purchasing Agent Purchasing Agent 


Purchases material tor Electrical Motors Purchases material for Transformers Purchases material tor Electrical Start 
Centrifugal Pumps. etc. Supervises etc. Supervises expediting and vouch ng Equipment. etc Supervises expedit 
expediting and wouchering of all vendors ering of all vendors invoices. etc ing and 
imvorces, etc mvorces. etc 





La Porte Works 
E R GARTNER 
Purchasing Agent 


Purchases material for Combines. Road 
Graders etc Supervises expediting and 
wouchering of all vendors imvorces. etc 





Centralized Purchases at 
West Allis 


| 
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Boston Works Springtield Works. 
C. H. NORTON W. V. KAUFFMAN 


Purchasing Agent 


Purchases material for Crawler Type 
Tractors. etc Supervises expediting 
and vouchering of all vendors invoices 
etc 


vouchering of ali vendors 








La Crosse Works Calitornia Works 
O. P. LUELL A B KELLEY 


ng Agent Purchasing Agent 


Cultivators tural Machinery etc 


Agricultural Purchases material tor Special Agricul 
Supervises expe 


diting and vouchering of all vendors 


uchering of mwvorces etc 





C. H. ELLISON 
Chiet Clerk and Buyer 


Supervises Office Routine and voucher 
ing of all vendors imvorces etc 


He Purchases in Every Corner of the Earth 


When Fred E. Haker, white-haired and genial, came 
to the Allis-Chalmers Company in 1900 as a stenogra- 
pher, he and two other men composed the Purchasing 
Department. Today it employs more than a hundred 
people, and he is its General Manager in charge of 
all its Purchasing Departments which are _ located 
in Milwaukee, Wisconsin; Pittsburgh, Pennsylvania ; 
Boston, Massachusetts; Norwood, Ohio; Springfield, 
Illinois; La Porte, Indiana; La Crosse, Wisconsin ; 
and Oxnard, California. 

Within these plants the Allis-Chalmers Mfg. Com 
pany manufactures 1610 different and distinct prod- 
ucts, and to supply the materials required Haker 
reaches into India for Mica; into the Dutch East In- 
dies tor Tin. He goes to a small group of ancient 
artisans in Switzerland for Bolting Cloth Silk, for 
this little group are the only ones in the world that 
make it; Tung Oujil he buys in China; Shellac in 
India; Diamonds in Africa; Lignum Vitae, a heavy 
oil impregnated wood, in South America; Antimony, 
a metallic chemical element known from the very 
earliest times, reference to it being made in the Old 
Testament, he buys in Borneo; numerous products 
from various European countries; and, of course, 
vast quantities of steel, coal, pig iron, fuel oil, lumber, 


Low-Head Screens D-C Motors 
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C C FISCHER H F HAYDEN 


In Charce of Expediting 


copper, etc. He buys 90,000 different items which are 
kept in stock, and these range from tiny Governor 
Weight Clips weighing only seventeen ten-thousandths 
of a pound to individual machine tools weighing over 
a million pounds and costing as much as 200,000 dol- 
lars each. 

In the coming year, under Mr. Haker’s direction, an 
average of 600 purchases a day will be considered, 
analyzed and placed with something in the neighbor 
hood of 7,000 different firms throughout the United 
States and foreign countries. The great majority of 
the representatives of these firms he has dealt with 
and knows personally. 


A Bewildering Job Made Simple 


To co-ordinate so vast and far-flung an operation 
is a job that, by its very magnitude, might easily be 
come complicated to the point of bewilderment, instead 
of which it has been systematized and simplified to 
an orderly, smooth-flowing procedure. The danger of 
unwieldy complexity is increased in the operation of 
the department due to the fact that it does not func 
tion merely within the limitations of the orthodox 


purchasing department but works, in many phases of 


the business, closely and in an advisory capacity, to 
all of the various plant I to the various depart 


ments within 


“Quick-Clean”’ Motors Power Transformers 


Hydraulic 








AERIAL VIEW O] 
ALLIS-CHALMERS 


A visual panorama of the fa 
manufacturing organization 
by the Purchasing Departn 


Top Left 
Top Right 
Center Left 
Center Right 
Lower Left 
Lower Right 
Left: La Port 
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R. N. Miller, 
Chester H. Norton, Purchasing Agent, 


Purchasing Agent, Norwood Works 
Boston Works 
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H. J. Zeck, Oscar Luell, 


. Purchasing Agent, 
Purchasing Agent, : 
Pittsburgh Works La Crosse Works 


E. R. Gartner, W. V. Kauffman, 
Purchasing Agent, Purchasing Agent, 
La Porte Works Springfield Works 


Surface Condenser Type ‘’R’ Crusher Oil Well Drilling Rig Vari-Pitch Speed Changer Battery of 
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C. H. Ellison, 
Milwaukee Purchasing 
Department 
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It Ils More Than a Purchasing Departme: 

Mr. Haker does not merely sit i 
execute orders issued by the vari 
partments; he also sits in on various 
that he may be constantly aware oi 
ments and keep his weather-eye cockes 
new which might better or more econ 
bill. 

As a member of the Inventory Comn 
himself constantly informed as _ to 
and re-orders on the basis of Inven 
recommendation, their judgment bei 
volume of past requirements. Sometin 
mittee authorizes him to buy in small 
their opinion the market on the part 
question will drop; then again, in ver) 
ties to cover against possible increase 

C. C. Fischer, ee , eee 

Miwaukee Parchesins As a member of the vital Shop Exe: 

Department tee, he is constantly informed of new 
velopments and the material require: 
them, as well as being the source of 
this committee in all matters pertaining 
lems involving the procurement of ma 
ing the engineering departments appri 
rials and prices so that these factors 
into their calculations and estimates. [1 
new materials, machines, etc., are sent 
departments for study. If the study 
samples are obtained and tests are rut 
ports are made of all the findings, and 
is circulated to all Allis-Chalmers 
ments and to all engineering depart 
have occasion to use that particular 

Mr. Haker’s department is much 
chasing department; it is rather 
service department and a constant 
mation, vital to the engineering depat 

All large purchases, whether 
waukee or one of the branch plants, 
to Mr. Haker, who, after consultit 

in ¥. enden, and executive organizations, make 
Milwaukee Purchasing where the order will be placed. It 
Department 
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to one of his four key men in tl 
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Roller Mills Hydraulic Turbine Runner Turbo-Blowers Tractor & All-Crop Harvester 
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ALLIS -CHALMERS MANUFACTURING CO 


MILWAUKEE, WIS 


PURCHASE ORDER 
No 

















ALLIS - CHALMERS MANUFACTURING CoO 
ASING DEPARTMENT MILWAUKEE, WIS 


RIOR Wormer ARLIULLY CHECK AMD mA MD Are 
CAUTION: Geoen Puscract ORDER NUMBER ALSO TOUR NAME AND DESTINATION MUST APPEAR On A 





Oil Circuit Breakers 


PURCHASE ORDER 
No 
ALLIS-CHALMERS MFG. CO. 
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(MSPECT MATERIAL TO SEE THAT 


=== | The purchase 

| routine generally 
follows standard 
procedure, and is 


RCHASING DEPT ACKNOWLEDGMENT 


PURCHASE ORDER 


ee set ee - | simplified to 

aR | avoid all non- 

ag a essential record 
a forms. 


ment for execution. On small orders the branches 
act independently but within the framework of the 
policies set up in Milwaukee and against contracts 
issued by Milwaukee. Copies of all such orders placed 
are forwarded to Mr. Haker. Under this system, the 
purchasing is closely controlled and centralized 


~ 


Purchasing Department Set-up 


CHESTER H. NORTON, Purchasing Agent at [os- 
ton Works, born Newport, Maine, 46 years ago, mar 
ried and has two daughters. [Educated in public schools 
of Massachusetts. Attended Amherst College one year. 
Received B. S. degree in Engineering from University 
of Maine 1915. Taught school at Plymouth, New 
Hampshire. Entered service 1917 in U. S. Navy as 
assistant Naval Constructor Lt. Jg. Released from ac 
tive duty March 1919, accepted position as purchasing 


Distribution Feeder Regulators 


—— 








agent, Ashton Valve Company of Cambridge, Massa 
chusetts. Later was purchasing agent of Library Bu 
reau. Acted as purchasing agent, Rand Kordex at 
Buffalo—resigned to accept position as purchasing 
agent Condit Electrical Manufacturing Company. 
Later made Director of purchases of American Brown 
Bover1 Company Inc., at Camden, New Jersey. In 
1930 returned to Condit Electrical Manufacturing 
Company as purchasing agent. When Condit was made 
a branch works of Allis-Chalmers remained as pur 
chasing agent of Boston Works 
R. N. MILLER recently appointed Purchasing Agent 
at Norwood Works, was born in Gibbon, Nebraska. 
He found his way to Ohio at the age of 14, entering the 
employ of Allis-Chalmers Mfg. Co. in 1909, Beginning 
in the shop as a winder of motor and transformer coils, 
and working his way through various departments pro 
vided the proper background for the position now 
occupied. Transferred from the Winding Department 
to the Repair Division of the Production Department 
a thorough knowledge was gained of raw materials 


as Well as finished parts in the product of the Norwood 
Plant. A clerical position in the Repair Order De 
partment in 1912 led to his being placed in charge of 
this department in 1917, continuing in this capacity 
until advanced to the position of Purchasing Agent. 


H. J. ZECK was born July 15, 1904, in Pittsburgh, 
Pennsylvania. Attended Grade School, Allegheny High 
School Evening Classes and two years special training 
at Duquesne University Evening School. 


Started to work for Pittsburgh Transtormer C 


A S 
October 9, 1920 as an errand boy. Promoted to Pur 
chasing Department in November 1922 where he 
served as office boy, clerk and later served as assistant 
to the Purchasing Agent, purchased small items and 
expedited material On Dec. Ist, 1927, after Allis 
Chalmers Mfg. Co. purchased the Pittsburgh Trans 
former C2: he was transferred to the Stores Depart 


ment, Pittsburgh Works, and trained by C. A. Me 
Cormack, General Material Supervisor from Mil 
waukee, later appointed Material Supervisor and on 
April 1, 1936, also placed in charge of the Receiving 
Department. Promoted to Purchasing Agent of Pitts 
burgh Works April 1, 1939 

Married September 14, 1936 and now living at 817 
Harden Drive, North Hills Estates, Pittsburgh, Penna. 

He likes all sports and plays some baseball, mush- 
ball, football, tennis and ping-pong, 


O. P. LUELL was born Milwaukee, Wisconsin, 
July 18, 1901. Received his early education in Mil 
waukee Public Schools; South Division High School 
later spending two years nights studying Business Eng 
lish at West Division High School. 


He was first employed by the Allis-Chalmers Mfg. 


Company on the 18th day of April, 1918, as a checker 


in the Receiving Department. 

In 1921 he took charge of receiving and checking all 
steel and grey iron castings located at that time in No. 1 
vard, between No. 1 and No. 2 shops. 
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Salesman entering Allis-Chalmers where he is greeted by salesman’s problem involves questions of metallurgy 
Fred E. Haker, Company's General Manager of Purchases. Haker arranges for him to see Harold J. Stein, Company's 
A brief talk with Mr. Haker discloses the fact that this Director of Research, Chemistry & Metallurgy. 


A SALESMAN CALLS AT ALLIS-CHALMERS 





Discussion with Mr. Stein clarifies his problem as one with Arrangements are made for the salesman to 
particular reference to transformer construction. Engineer-in-Charge of Transformer Division 
through these conferences is given a clear p 
Chalmers requirements and their relationship 


le Air Conditioner Distribution Transformers Steel Mill Switchboard “Weld-O-Tron” Welder 
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Bar stock storage. Silicon steel receiving storage for transformers, motors and 
generators. 























Transformers being built at West Allis Works. Completed transformer being shipped from West Allis Works 
of Allis-Chalmers. 


ABOVE:- FROM RAW MATERIALS TO FINISHED PRODUCTS 


In 1924 was transferred to the Material Depart turned to Indiana to complete a short business course : 
ment and was expediter until 1931. In 1931 was made then worked briefly in a pulley works, a shoe factory 
Interworks Correspondent, which position he held and a steel mill, before in 1912 entering the employ 
until January 1936 when he was transferred to the of the M. Rumley Company in the Superintendent’s 
Purchasing Department and made Purchasing Agent Office. Was later placed in charge of the Stores De 
of the Allis-Chalmers Implement Plant located at partments. [Enlisted during the World War in the 
LaCrosse, Wisconsin. United States Army, serving in both the Ordnance 

and Chemical Warfare Departments. Returned to re 

EUGENE ROBERT GARTNER is a native Hoosier. sume employment with the Advance-Rumley Company 
born in 1892. Received first manufacturing experi- as Assistant to the General Purchasing Agent, remain 
ence while still a schoolboy in his father’s pattern ing in that capacity until its acquisition by the Allis- 
shop. Left school at fifteen, worked as ranch hand Chalmers Manufacturing Company. Was then ap- 


for three years in New Mexico and Colorado. Re- pointed Purchasing Agent for the LaPorte Works. 
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MATERIAL TEST REPORT 


TEST NUMBER: 3-10aI 





DATE RECEIVED: @-6-%6 





SAVING 








ALLIS-CHALMERS MANUFACTURING CO. 


PURCHASE REQUISITION 
- 2 oe on 

ound c t OK. quicker to apply beceuse same 
7eas snes = ene . PLAASE ORDER MATERIAL AS SPECIFIED BELOW 
does not require heating es glue. ORDERED OF 3 wR On. HO 


, Locarep at OATS OncERED 
The only bad feature was that brush could not be 





kept soft after applying on wheel, but information wae received 


ey 
OF ake eR te 


to use cold water on brush which would keep sane soft 
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Should this material be specified in future? YE 
If so, what should it replace iin a Sea ae 
4 APPROVED BY TEST MADE BY Wa. Loebe 
, Copies to: Mr. Haker SUPERVISED BY 
Mr. McCormack Department £6-2 
Mr. E. Gates 
(Bullock) Mr. Miller Report issued: = 
(Pitts.) Mr. McArn 
(Sprefld) Mr. Yunker Signed: STANDARDIZATION MMITTE 
(Lacr.) Mr. Papenfuss Per JF: JB 
(LaPorte) Mr. Hood 





(Sprefld) Mr. Kauffman TEST NUMBER 3-19AI ones reeee : ver 


-22-% en means 


Written 11 4 


IM BTOCK AMO ON ORDER INCLUDING THE ABOVE 4 | 


L288 UNTILLED REQUIREMENTS ; [case mc 


— ee E 
SHIPPED TO CONBIGNED STOCK AperoveD |rw os 
W. V. KAUFFMAN was born in Peoria, Illinois. ARE RITE Pere |. si 
He is now 36 vears old, married and has four chil- wer ero wm ero en 
dren. 
Was employed for eight years by the Holt Manu 
facturing Company and their successors, Caterpillar 
Tractor Company at Peoria as a buyer of production In the Fall of 1909 he accepted a position 
parts and materials, tools and shop supplies. He Purchasing Department of another local conc: 
joined the newly formed Monarch Tractors Corpora one year later returned to the Allis-Chalmers Pu 
tion at Watertown, Wisconsin on February 1, 1926 ing Department filling different clerical jobs until 
as purchasing agent and later moved with the com- Since that time, has served in the capacity of 
pany to Springfield, Illinois. This Company was pur Clerk & Buver. 
chased by Allis-Chalmers Manufacturing Company on Married Shirley Pierce (who was an empl 
March 1, 1928 and he has continued as purchasing the Hydraulic Department) in August 1909 
ace > \Nprinote rks 
on ae WILLIAM J. FOX started with Allis-Cha 
S H. ELLISON Was born in Milwaukee in 1883 on Manufacturing Company in the Mailing Depart 
the South Side. on March 31, 1909. Carried mail between West / 
Went to the 12th Ward School (now the Walter Works and Reliance Works, also to the Sout! 
Allen School), attended South Division High. Took Post Office. About four weeks later he was hi 
active part in football, basketball and track. Mr. Haker as filing clerk in the Purchasing | 
First employment was with Braman-Moody Coal ment 
Company in Bayview in 1902. In April of 1904 started He enlisted in the Navy in 1918, served 
in the Purchasing Department of the Allis-Chalmers Transport Ship U.S.S. Matsonia, and returt 
Company in the Old Reliance Plant on Clinton Street, Allis-Chalmers Mfg. Co. on March 15, 1919. 1 
checking prices of purchased material. was made a buyer and has served in that 
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= 15 PRINCIPLES OF SUCCESSFUL PURCHASING = 
= 1—Give every salesman a fair chance to do 8—Always be open-minded about new idea: = 
= his best. 9—Don't complicate your job with unnecessar = 
= 2—-Ask your suppliers to help solve the tough red tape. = 
= manufacturing problems. 10—Make specifications clear and easily = 
= 3—Play ball with production research, enai- derstandable. = 
= neering and sales. 11—Don't make Price a Fetish! = 
= 4—_Never lose your good nature. 12—Read your Industrial Trade Papers. = 
= 5—Always be available. 13—Remember that your company sells as we = 
= 6—Put yourself in the salesman’'s place and as buys. = 
= treat him as you would want to be treated 14—Demand Facts not Fiction. = 
= were you on the other side of the desk. 15—Do not let friendships warp your purchasi1 = 
= 7—Follow up correspondence promptly. judgment. = 
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ever since. Mr. Fox is interested in church work and 
youth guidance. 


C. C. FISCHER, better known to all of his as 
sociates as “Cy,” has been with the company thirtv 
three years. Evidently, he did not have confidence in 
the railroads, for early in life, in 1907, he left the 
Civil Engineering Department of the C. & N.W. Rail 
way to stake his future with the Allis-Chalmers Mig. 
Company. 

Starting in the Cost Department, on through Stores, 
Order etc., he finally entered the Purchasing Depart 
ment in 1914. Starting at the bottom, he worked his 
way up to his present position of Buyer. He is proud 
of his work and loves it best when he is literally 
snowed under. 

Mr. Fischer has various hobbies—his principal 
hobby being his home, particularly his garden. He is 
a great lover of the out-of-doors, and likes to study 
nature in plant life. His back vard resembles a park 
the year round. He is active in various civic and 
charitable organizations and is a member of all the 
Masonic bodies. 


H. F. HAYDEN was educated in Chicago and held 
various positions there, among which were electrical 
repair work and locomotive service, until the summer 
of 1901. At that time, at the age of 29, he began his 
connection with machinery manufacturers as a ma- 
chinist’s helper at the Gates Iron Works. In 1905 the 
plant discontinued the manufacture of crushing and 
mining machinery and was taken over by the Allis- 
Chalmers Manufacturing Company of Milwaukee. 
Here he was transferred and placed in charge of the 
Cement and Crushing Order Department. During the 
World War he was employed in the Purchasing De- 
partment to expedite shipments of purchased material 
into the plant and has been doing this work since that 
time. 

His chief hobby is gardening and he enjoys working 
during the Spring, Summer and Fall to acquire a fine 
lawn and flowers of as many varieties as his garden 
space permits. 


Routine Departmental Procedure 

With ali information supplied by the Purchasing 
Department at hand, engineering departments make 
out specifications which are sent to production depart- 
ment where decision is made as to what must be 
bought outside. This information then goes to the 
Stores Department, where purchase requisition is is- 
sued and the Purchasing Department places the order 
on the basis of quickest delivery and quality specitied 


Worked Up from the Bottom 


When Fred Haker came to the Allis-Chalmers Com 
pany 40) years ago, he wrote orders, checked bills, 
figured extensions, did all the stenographic work and 
carried most of the details in his head. That is a far 
cry from today’s set-up. 

From his original position, he worked into other 
jobs in the department, in fact, into all jobs, becoming 
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Assistant Manager of Purchases in 1916. As a re 
sult of making purchases for all the departments of 
the company 


he has, over the years, become familar 


with their complete personnel and as a member of the 
Shop Executive Committee has for a long time been 
close to the shop personnel of the vast organization. 


Salesmen Have Changed 

Mr. Haker Savs that 
tirely ditferent class 
they are intormed wit 
they are 


today salesmen are of an en 
than they were vears ago. Today, 
h respect to their product, and 11 
uncertain on any angles, they are apt to 
bring an engineer along with them to bridge the tech 
nical gaps. 

As the salesmen have changed, so have the pur 
chasing agents; and the type of man who used to try 
to emphasize his personal importance by treating sales 
men in a high-handed or shabby way 
extinct. 

As we a service department to 
our own organization, we look upon salesmen as a 
service force to us. We regard ourselves as the link 
between our plant and _ the 


are becoming 


SeCLVeS 


consider out 


| outside, and we are not 
only willing but anxious to see salesmen who come in 
with something new, or which will show us some ad 
vantage. We like men who know their jobs and come 
to the point, for we feel 
valuable contributions to make 

It is our policy to offer the fullest freedom and co- 
operation to salesmen. We do not try to prevent them 
from seeing shop men, eng rand research depart 


~ 


definitely that such men have 


meermn 
ments, but on the contrary encourage this practice, 


making all appointments and arrangements for them; 


for we believe that this very decidedly clarifies the 
company’s requirements for the salesman and permits 
him to ascertain 1 e precisely just wl problems he 


has to meet. 


A Basic Principle 


Mr. Haker’s basi principle has ilwavs been to see 
salesmen promptly He says that this is simply a 
matter of projecting vourself into the other fellow’s 
position and then trving to treat him as vou would lik 
to be treated. nnecessarv delavs in interviewing 
salesmen, he savs, are not only discourteous but mean 
a loss of time, and consequently of money, both to the 
salesman and to th mpany he represents 
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Haker Active in Civic Organizations 


Mr. Haker is active in many civic organizations, as 

a member of ll \I SOn1 bodies ind a Past Master « 
the West Allis Blue Lodge He was a member of the 
West Allis School Board for 18 years and its president 
for 12 years He is now president of the Allis 
Chalmers Club and was a director of the Westmoor 
Country Club. For many years he had headed the 
Community Fund Drive in the West Allis District and 
has alwavs headed the Red Cross Drive within the 
Allis-Chalmers organization. Mr. Haker belongs to 
| local associations of purchasing 
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both the national and 
agents. 
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By CHARLES H. BROMLEY 


LUBRICANTS or LUBRICATION © 


© many buyers this is a vexatious subject ap change-over arise initially out of one or mor 

yp gdlees with more or less apprehension. In a following conditions : 
sense he finds himself, as Dante expressed it, “—in a 1. Kither no opportunity at all or one inade 
gloomy wood astray.” And yet, from the standpoint for the seller’s engineer to see and know the con 
of correcily lubricating the plant, the underlying tech- of service under which the lubricants must fun 
nology of successful lubrication has long since been 2. Over-zealous salesmanship. 
discovered and if intelligently applied, will get excel- 3. Failure of the sales manager to make sui 
lent performance with standard lubricants stocked in the recommendations of his salesman, if he wa 
any well-inventoried warehouse. The great majority mitted to make them, were checked by his field 
of lubrication ills and the fuss arising out of them do cation engineer. 
not originate in an unavailability of correct lubricants, 4. Faulty checking due either to ignorance o1 
but either in a wrong selection from among the host of 5. Too inflexible insistence by the buyer that 
them or in faulty application to the surfaces in friction, match the lubricants of the previous seller. 
or both. G6. Incomplete information given seller by 

A not uncommon reason for the apprehension of engineers or plant chemist. . 
many buyers are memories of those operating troubles Ikach of the foregoing is to say that there was 
that followed when he previously changed suppliers. incomplete or inaccurate information upon whi 
Cannot these incidents be avoided? Wherein do they base intelligent selection. 
arise? In nearly every plant they definitely are avoid- i ae 

Motors} able. A common poe hs is the steam engine—its Timing the Lubrication Survey 

cylinder or cylinders. And even here, despite that they Yes, of course, this business of lubrication su 
are “tricky,” close watching will head off trouble. In- is a headache. You have had a dozen or more 


variably these troubles occurring during and after a Is it necessarily true that the latest recommendat 
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better than the one before? Why let every Tom, Dick 
and Harry into the plant to upset everybody? Yet, you 
want the best lubrication performance your money will 
buy. You do want to encourage competent counsel. 
How then to get it with least annoyance to you, your 
engineers and shop men? 


Often this writer, in his moments of compassion for 
buyers confronted with this irritating question, has 





production schedules. And, of course, any hope of 
getting even a partial answer visually is out of the 
question because you can tell little or nothing about an 
oil by looking at it. So it would appear you are back 
where you started—a survey in your hands and that’s 
about all. Such, indeed, is the truth. Your yardsticks 
to evaluate with are confidence in the seller, confidence 
in his engineers, your own engineer's confidence in 
hem and your experience over the years 
in the lubrication of your plant. [ven 
| the survey is made by an independent 
lubrication engineer acting in a consult 





thought that one Way would be to establish it as an 
announced policy that but one survey a vear would be 
permitted, sellers to take their turns. Naturally, cir- 
cumstances arising out of prices bid, out of reciprocity 
and other reasons, would necessitate modification of 
the rule now and then. 

More to be desired than seems generally realized is 
for about 50% of all buyers to shift their contract ex 
piration dates from around December and January to 
April to June or September to November. Here is a 
reform attainable for little or no trouble. And so 
much in the buyer’s interest, too. There are too few 
lubrication engineers in the country anyway and when 
contract renewal and survey time both are crowded 
into one or two months,—well, it is sad. 


Evaluating Surveys 


“How am I to evaluate the relative merits of sur- 
veys ’”, is a question many buyers ask themselves. And 
many rightly answer: “| should not be expected to do 
so; that is an engineering responsibility.” To which 
many of his fellow buyers would respond: “Yes, true; 
but are you sure your engineers are experienced 
enough in lubricants and lubrication to themselves 
evaluate them in the plant’s best interest?’ It is not 
to disparage the competency of the plant’s mechanical 
and electrical men, also the chemist, to say that in 
thousands of organizations they are not so competent. 
Most of them make no pretense of being other than su- 
perficially informed about the relative qualities of lu- 
bricants, the mechanism of lubrication as a medley of 
physical actions nor about the most successful methods 
of application of oils and greases. Lubrication as an 
art is highly specialized, its bibliography meagre and 
much of what there is of it is altogether too abstruse 
in equations, colloids, atoms, arcs of contact, soap, sul- 
phur and what have you to hold the interest of the en- 
gineer whose job every hour is inextricably a part of 
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ing capacity, it is still mostly a matte 
confidence 

Yet one should not despair. [xperi- 
nce is no less a great teacher in lubrica 


tion than in any other human endeavor 

C1 ‘t exist the lubrication en 
gineer on anybody’s payroll who knows 
the lubrication idiosyncrasies of a parti 
ular bearing, gear or slide in your plant 

tter th the men who care for them 

in and day out over the years. The 
ise lubrication man knows this and 
uncovers this experience 
pinges upon it his specialized 
wl ige lo do this means coopera 
between these men; first, 1t means 


portunity to cooperate, 


Lubricants or Lubrication? 


weakness in surveys 1s 


eir omission of recommendations as to 


lubrication application methods. Of course, the sellet 
ot the oils and greases does not sell appliances 
Nevertheless, il lwavs remembe red, the method ot 
application is almost as important as the lubricant 
itself. Therefore any survey that “howls” in such 
omissions may be a good /ubricants survey but is de 
finitely not a good /ubrication survey. 

Ordinarily, after you have found the most correct lu 
bricant for the job that job is only about half done; 
getting the other h done successfully, both function 











ally and economically, means using the most intelligent 
method of application. Hand-oiling, the still all-too- 
common way of getting the lubricant to the bearing, 
is so wasteful of lubricant, power, fuel, bearing metal, 
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Pret Ain say eain oe cake 
























productive and maintenance time and labor, that ever) 
management would do well to put on drives periodic 
ally to get rid of it for all important points of lubri 
cation. It is not to be critical to say that the oil com- 
panies have a job to do in giving their engineers and 
salesmen a better education in this branch of the lubri- 
cation art. The best lubrication for your plant just 
is not a matter of lubricants only. 


What Is Quality? 


In quality considerations lubricants differ from 
many other commodities because, for the buyer, two 
kinds of quality are in the picture. One is the quality 
as related to the petroleum industry and its classifica- 
tions, the other to the functional and economic suit- 
ability of the lubricant for the particular job. Always 
remember that the successful lubrication of a_ plant 
means not only functional success but functional suc 
cess at lowest cost. 

Price Is Not Always Indicative Of Quality: To un- 
derstand this make the same sort of distinction between 
a lubricant and lubrication that you do between feet 
and walking. They are two wholly dissimilar things. 
















































ONE OF THE EARLIEST COMPLETE 
PLANT LUBRICATION SURVEYS WAS 
MADE IN A GERMAN FACTORY THIR 


TY-ONE YEARS AGO BY ENGINEERS 
OF THE TEXAS COMPANY 









A lubricant is a commodity, lubrication a function. be- 
cause you've good feet does not mean your locomotion 
will be equally good everywhere. You would do best 
with spiked shoes if you were going to use them run 

ning logs in a river; in thick snow progress would be 
better if you wore snow shoes; skis would be faster. 
You must suit the feet to the conditions. The same 
with lubricants. Thus in a group of steam turbine oils 
which have been made for the conditions of this serv 

ice, price is indicative of quality. This would not 
necessarily be true of steam cylinder oils for here the 
conditions of use are far more variable. Indeed the 
lowest price oil might be the best for a given engine. 
This art of lubrication is like that—always so replete 
with variables that intelligent selection embraces not 
only the physical and chemical characteristics of the 
oil or grease, but experience with that lubricant under 
particular conditions of use. This reminds one of the 
importance of close co-operation between the buyer’s 
and the seller’s engineers to get the best selection in 
the buyer’s interest. 


The Value of Tests 


The question needs qualifying to get an intelligent 
answer. First, remember that the reliable seller has 
had much experience—the safest kind of testing 
with each of his oils and from this he has learned 
much about the use qualities of each. Such experience 


is really the most reliable guide to their use qualities. a black cylinder stock contains ; if you mean how 
Now if you mean a specific quality, such, for example, ily will the oil vaporize—if you mean any of 
as emulsification, carbon-forming, the temperature at then yes, the generally accepted A.S.T.M. tests 
which it will cease to flow or that at which it will con- tell you. But the deuce of it is that rarely are ) 
tinue to burn; if you mean how much “tarry-matter” terested in any one of these specific qualities alon 
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lubrication practice 


Early factory surveys and the resulting changes in 
showed some astonishing 





improvements in the “before and after” records. 
Similar opportunities for improvements exist today. 
(Photographs by W. F. Parish) 


lated from others. And these others always are vitally 
related to the specific one. Always you must know ail 
the things you want the oil to do and not to do before 
any one of these specific quality tests are worth a 
tinkers to you 

The foregoing is a somewhat indirect answer to the 
question often pondered by many buyers, namely, 
should he buy on specification? Any veteran lubrica- 
tion engineer would advise you not to unless you knew 
well how to interpret the specifications in relation to 
your specific local conditions. Ordinarily the plant en- 
gineering staff, including the chemist, do not know how 
to do so and do not presume, without experience, to do 
so. Perhaps it will come as a surprise to you to learn 
that there are perhaps not half-a-dozen oil refinery 
chemists in the country who would hazard to make 
your lubrication recommendations. They know too 
well that dangerous crevasse between lubricant the 
commodity and lubrication the function. 


Comparing Quality 


Always present in the buyer’s mind is: “How does 
A’s quality compare with B’s?’” Of course, the same 
kind (classification) of oil or grease is meant. That’s 
a most difficult question for the buyer to answer. There 
really is but one way to answer it and that is to know 
all the properties necessary in the lubricant and get 
for comparison definite measurements of each by 
A.S.T.M. or other universally accepted tests. Such, 
in most cases, would be a waste of stockholder’s money. 
For the far greatest number of cases it is not so much 
how A’s quality compares with B’s but have both A 
and B made, from among their many lubricants, the 
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most intelligent selection, functionally and economi 
cally, for your conditions. Example: This writer has 
observed more than a few cases where a salesman’s 
education about quality led him and his custome! 
astray; he selected a much higher quality lubricant 
than was warranted by the conditions to be met. To 
exaggerate, he put platinum hinges on a garage door. 
The buyer thought the higher price a guarantee of 
judicious purchasing The experienced engineer and 
salesman are ever-watchful for such “slips” by a com 
petitor and sometimes take an account away trom hin 
through the discovery lhe reverse of this happens, 
too, because a salesman is over zealous or the buye1 
too intent on price-buying 

It takes a long time to train a salesman and an en 
gineer so that they may make the wisest selection in 
both the buyer’s and seller’s interest. To begin with, 


the order of intelligence of the man must be reasonably 
high, his integrity and diplomacy such that he will not 
jeopardize a buyer’s interest either through unwise 
“pressure” and “drive” by his own manager nor 


through the buyer’s price-depressing attacks, nor again 
through an, Oh t’ll do, attitude growing out of be 
ing unable to analyze the buyer’s conditions. Yes, in 


deed, the buyer has a stake in the integrity and courage 
of a salesman in these days of fierce economic struggle 
for business and in his own interest must combat the 


forces tending to lower the qualifications of industrial 
oil salesmen. But more about that later. 

Are machinery builders’ recommendations reliable? 
Nearly always, if indeed not always, they are. Usually 
they are made by competent lubrication engineers of 


the most reliable of oil companies. However, it is 


Continued on page 105 
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F. M. Selinger, Purchasing Agent, checks up with 
Foreman William Weir in the raw materials stock- 
room. 


— STOCK ROOM system of the Intertype Corpora- 
tion is geared to the basic system by which the plant is 
run. 

The stock rooms, therefore, are tools of management and 
production. They are not bottle necks nor stagnant pools 
of inventory investments. Like the rest of the management 
systems in this company, they are so run as to cut out 
forms, paper work, errors, delays, and other troubles. 

Everything the Intertype Corporation does, is closely in 
tegrated to a cost-control set-up. And to understand that set 
up, it is necessary to look at the principal problem of the 
company’s production. 

That problem is the multiplicity of models. The company 
makes at least 300 standard models as variants of three 
“bases” or major models of machines used in typesetting 
for newspaper plants and other typographers and _ printers. 
There are special machines also. Design changes come thick 
and fast. And all of this is in addition to the type matrix 
department which runs like a factory by itself. 

Straight-line production of large numbers of duplicate ma 
chines is impossible. Practically no operation can be set into 
motion and then allowed to run itself. Continual changes 
must be made in production lots, machine set-ups, ete., with 
equally continual chances for errors, wrong guesses and high 
costs. And the highest costs can be in small lot production. 

The company meets this problem by grouping operations. 
When, for example, a certain part is to be made of a given 
size and quality of steel bar stock, the company tries to set up 
its automatic screw machines to run all the parts it uses of 
that particular bar stock. To set up an automatic might take 
two hours, but to make a minor variation in that set-up 
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Coordinating 


STORES 


with 
























PURCHASING and 


PRODUCTION 


Insuring the smooth flow of 
materials . . . from purchase 
... in and out of stores... and 
into production .. . is primarily 
a matter of integration and 
control 


H. A. PETERSON 


Vice President 


tells how it has been accom- 
plished at 


INTERTYPE CORPORATION 
: Brooklyn, N. Y. 





ENTERS MASTE 
DaTe 
REPLACES 


When a minimum bag is broken, 


the history card for that item goes wan) A | 


soem | 


into action. 
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The flow of parts consumption is 
checked constantly, but in the con- 
trol office, not in the stockroom. 


to produce a different part from the 
same size bar might take only twenty 
minutes. In one example of this, re 
settings were made for 30 different 
parts, saving $45.00 from what the cost 
would have been if a major set-up had 
been made for each of those parts. 

But how many of each of those thirty 
parts to make? Only one of them was 
at its minimum stock point and needed 
at once. 

The answer is in the stock room as 
the physical basis of the way the sys 
tem is handled. 


It’s In the Bag 


The most troublesome parts to con 
trol are the small ones which may be 
used in many product models. Failure 
to note how fast any of these are used, 
can hold up production lines and send 
expensive emergency orders into the 
factory or the purchasing department. 


The requisition on the stockroom, 
made from a master sheet on the 
duplicator and kept in a cellophane 
envelope for cleanliness, shows 
where the stock will be found. 
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And it could be very easy to forget 
to make proper notations on bin cards 
and records, 

The company avoids this hazard by 
not having bin cards. 

Instead of a written record, in each 
small parts bin is a bag containing a six months or 
other minimum supply of the part the bin holds. The 
bag is sealed. When the open or visible supply is 
exhausted, that bag is opened and dumped into the 
bin, and the production planning division is notified 

The minimums are large enough to give the plan- 
ners time to turn around. Parts which take long to 
make or procure, or which need operations hard 
to combine with those of other parts, etc., have extra 
large comparative minimums. 

The next step is in the production control depart- 
ment. Here the part which has reached its minimum 
is checked against a history-of-use card to establish 
the production order quantity, etc. There are written 
records here of all such parts ordered out of the stock 
rooms for assemblies, and of all assemblies on order 
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KEQUISITION 


which will use more of them The stock positions 
of other parts to be made at the same set-ups can be 
checked, and the combined production orders issued 


Stock Handling Is Production 


The men in the stock rooms are paid on an incen- 
tive system. Every task of taking stock out of bins 
and putting it in, is rated. Stock handling, like as 
sembly and similar labor, is treated as a step in pro- 
duction. Employees profit by doing their work quickly 
and correctly. They earn averages of at least 20% 
over good comfortable base rates. 

The result is neatness, careful attention, clear and 
safe aisles, an absence of dirty or disorderly corners, 
speed without haste. 
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Fquipment 





All parts made from one size and 
specification of stock are collated in 
the purchasing department as a 
guide to buying. 











REQUIREMENT 


The record of purchases is combined 
with a record of use. 


AG Qh }pKE 


The company works to standard 
costs, and variations from the stan- 
‘ dard are promptly reported and ex- 
| Date pares plained. 


)M'Ww—e« Ww WK Ka 





Report of Standard Cost Differences 
on Raw Material 
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This form rendered obsolete the 
numerical file of purchase orders. 
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SUMMARY OF ORDERS RECEIVED FROM MAIN OFFICE 4 
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— + ioe Good typography dresses up the re- 
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Return to NOTE 


INTERTYPE CORPORATION 1. Quote prices F. O. £ 
F. M. SELINGER 360 Furman Street 


Purchasing Agent Fulton Termine 


2. State terms of payment 


QUOTATION 


The request for quotation stresses promptness 
of bid and delivery. 








Counting scales make rapid handling. Bins go Veale 
high to the ceiling to save floor space worth over 50 
cents per square foot per year, but are not crowded 
together to cramp handling space. The incentive sys- 
tem reverses the temptation to neglect the higher 
shelves. 

Floors are creosoted wood block, neither slippery 
nor tiring to the feet. Ladders are non skid. Pro- 
trusions of parts from bins, with other dangers or 
interferences to work, are rigidly forbidden. 

There are tools to increase efficiency. Most of the 
stock drawers are steel, but there are special sectional 


Quontity Price 


Your bid, to be considered, MUST STATE TIME REQUIRED TO DELIVER 
and should be returned within seven days. 
Please return this quotation. Duplicate is enclosed for your files. 



























































wooden ones for parts easy to mar. Motors and other 
finished assemblies which are ready for the assembly 
line, are on special racks or in compartments so they 
cannot easily be damaged. Pulleys, gears, etc., of 
larger sizes are on spindles. 

Materials handling to and from the stock rooms is 
mostly by lift trucks, although tote boxes and other 
devices are used also. Lift truck platforms are of cor- 
rugated steel. Corrugated steel boxes fit on them and 
are locked automatically to prevent slipping off. These 
boxes fit on top of each other, so a truck can deliver 
individual ones at stations within the stock rooms or 
in the plant. Boxes therefore can be filled and stacked 
ready for trucks, or placed ready to be stacked as 
trucks come by. 

Most of the stock rooms are together in one central 
spot, although the raw materials stock and scrap ship- 
ment room is by itself at the motor truck loading 
platform, and the obsolete parts and other slow mov- 
ing stock are located out of the way on the top floor. 

With rooms divided from each other, each can be 
laid out and managed in accordance with its func- 
tions. And layouts are mathematically calculated to 
save time and walking by the men. Parts which move 
slowly or are bulky, are away from the doors. Quick 
movers are quickly reached. Lift truck handling of 
heavy parts is not in the way of hand handling of 
light ones. 

Layout plans are consistently followed by treating 
storage like production. The order to store which ac- 
companies finished parts specifies the bins or spots 
for storage, and the delivery order likewise tells where 
the parts will be found. This saves the stock room men 
the trouble of looking at a location index, although 
such men generally use their memories rather than 
indexes. But even more it avoids confusing the in- 
ventory by “temporary”’ special locations for parts. 

Segregation of rooms by functions, extends even to 
those handling the same parts. Thus the supply de- 
partment which fills orders for repair parts, etc., is ina 
corner of the main 160’ x 8&0 parts storage room by 
itself, and has a delivery window opening directly 
to the shipping department. The window of the fac- 
tory stock room opens to the factory. The parts for 
the two departments are never mixed, never “‘bor- 
rowed.” 


Tools by Annual Budgets 


The storing and handling of tools is made to tell 
stories interesting to production and to purchasing. 

Small tools, like files, drills, taps, etc., are bought 
by annual budgets. Single orders for a year’s sup- 
ply of them may be placed by the purchasing agent. 

When received, these bulk supplies are rationed to 
the individual foreman. Each foreman has a stock 
within his own department. His supplies of standard 
small tools are replenished once per month, And his 
tool budget is checked monthly. 

If within a monthly period his own stock of a tool 
runs out, the foreman sends a man to the stock room 
for replenishment. Each standard tool has a simple 
code number, and the foremen have these codes. The 
man therefore simply asks for “one code number 166,” 
or whatever is needed. By this system the company 
avoids delays while men walk back from their machines 
to exchange wrong ones, corrections of records, etc. 

And records are clear. For each foreman has a 
monthly budget sheet showing the tools in his section 
of the stock room. When the man withdraws the 
tool, the cierk notes it on the sheet, and the man cer- 
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Storage space fits the type of material— 
special racks for motors, and accessible top 
space for bulky objects. 


tifies it by writing down his employment number in the 
space provided for this. 

That all of this avoids placing of many small orders 
by the purchasing agent through the year, and cuts out 
the paper work of making out tool requisitions by 
foremen and accounting for them afterward, is less 
important than the other data it gives. 

For the tools budgets are checked once per month 
with the works manager at foremen’s meetings. An 
overage of tools may have been caused by hard cast- 
ings or by faulty tools, in which case the purchasing 
agent has an immediate signal to get busy with sup- 
pliers. An under use of tools may have been ac- 
companied by high scrap production—perhaps another 
signal to the P.A. Or a parallel check against stand 
ard costs may point out a way to buy materials and 
tools so that costs will come down. 

When watching this system at work, the purchas- 
ing agent saw where cabinets could be substituted for 
shelves for small taps, etc., with great savings of time 
and floor space. The cabinets were bought at low cost 
out of government surplus stocks. 

The same kind of specialized storage is used for 
heavier tools and dies. Aisles of the rooms where 
these are stored, are served by traveling electric mono- 
rail hoists. But each foreman has his individual crib, 
with tools taken out identified by brass checks which 
are issued to the men. 


The Purchasing Agent Is Important 


The purchasing agent here is a lot more than a 
placer of orders. The incoming raw materials and 
outgoing scrap store room is under his direct super- 
vision, And his work is so well organized that he 
can spend time out in the plant and watch what is 
going on, with results important to economy. 

In one of his walks, he worked out a new way to 
cut up strip brass. A trip to work things out with the 


mill followed. The resultant saving to his company, 
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C. J. Norris, Chief Cost Account- 
ant, at a tool crib that is served 
by an electric traveling hoist. 






The location index is ready, but requisitions 
show where the stock items can be found. 


in operations and scrap eliminated, reached a total of unit prices on them. These prices are directly 
more than $8000.00 per year. in with the production costing figures. Every vat 
Cooperation between the P.A. and the methods en- of over $5.00 in them is explained monthly to 
gineers revealed the fact that steel pieces which cost costs department, so that ways can be found to pr 
7 cents each to straighten, could be straightened better by it or compensate for it in the overall planning 
at the mill at a cost of 2 cents for the operation. Such methods lead to clear relations with supplie 
Like the production department, the purchasing with noteworthy advantages to purchasing and to sto 
agent saves by grouping parts which are made of the room management. Placing of bulk orders with fo 
same sizes and kinds of stock. And he is helped in dries, for example, so the foundries carry the st 
this by a deliberate management procedure. The requi- has reduced by 95% the factory stock room space 
sition for stock needed comes to him when any produc- voted to castings. 
tion order is being planned, and a second time when Suppliers are studied as individuals. This has 
the stock is actually to be used. He therefore benefits out most of the order follow-up work. Those 
by the big parts minimums which gives the production can be depended upon to ship promptly, are not 
department time to turn around. He can also group his lowed up except in special cases. This integra 
orders by requirements which have accumulated, thus means that the purchasing department drasticall 
buying car loads or getting other advantages. duces the space needed for stock rooms. 


In the raw materials stock room is a scale which 
is accurate to ounces in tons. He has the very latest 
types of cutting off machines, and stock racks which The Matrix Department 
use the least floor space. Yet he cuts out the use 
of this equipment whenever wise buying can do so 
with profit. 

Castings formerly were bought by the pound, and 
weighed as they came in. Now they are bought by 
the piece, at fixed prices. This eliminates the weigh- 
ing, clears the costing and purchasing records of the 
odd cents for odd pounds, makes sure that the exact 
number needed are delivered, and leads the foundry 
to work to minimum weights which lessen stock room 
handling labor and keep down the stock to be re- 
moved in machining and the weights of finished prod- 
ucts. 


The matrix department really is a factory in its 
In wooden compartment drawers it has tens of 
lions of matrices, blanks, ete. It is with the mat 
that the type slugs are formed. 

Control of this requires continual watching of 
trends of orders, so that stocks may be complete 
are largest where the present mode of typograp! 
art is leading. 

The system is independent, but much like that 
the general plant, and needs no separate description 

It is typical of a company which has so many p 
problems in its varied line, yet makes its own sc 
; : ; : ; so it can have the highly accurate No. 3 fits inst 
Study of the packing of steel into cars let the pur- of the commercial No. 2 ones. 
chasing department cut out boxing extras amounting The Intertype system keeps many thousands of p 
to over $1200.00 per year, and saved the store room in proper ratios in its store rooms, without either « 
costs of un-boxing it 


| weighting the inventory or cramping the productior 


In all of its operations, this department works to partment. It does so by combining operations and 
standard costs. It reduces steel prices to definite fig- tegrating the work of departments. And in this 
ures per bar, ete., so that orders can be placed with purchasing department does its full share. 
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LESLIE F. ROBBINS, Purchasing 
\gent of the University of Colorado 
at Boulder (which, he reminds us, is 





a thousand miles distant from the more 
highly publicized Boulder Dam on the 
Colorado River) came into purchasing 











wholly by accident. 

The World War interrupted his course as a member 
of the class of ’21 at William Jewell College, to which 
he had come by way of the public schools of Shellrock, 
Iowa, Bolivar, Mo., Chanute, Kansas, and Denver, Col. 
But no glamorous military saga followed; he was mus 
tered out of service as a buck private in the S.A.T.C., 
still several credits short of his requirements for a 
degree, and with the $60 army bonus as the sum total 
of his resources. 

He came to Boulder in 1921 with an ambitious triple 
barrelled program—to teach a course in life insurance 
in the Department of Economics, to do part-time selling 
of insurance, and to complete his undergraduate work. 
As a matter of fact, he did none of these things. A 
purchasing department had just been instituted at the 
University, and he had a chance to go to work as a 
stock clerk. On the strength of that job, and with a 
splendid—though perhaps disproportionate—optimism, 
he married his sweetheart of high school days and cast 
his lot with the untried profession of purchasing. Both 
decisions have proved more than ordinarily successful. 

The rapid development of the new department 
brought new responsibilities and new opportunities. He 
acquired a sound foundation in purchasing practice un- 
der the guidance of Henry B. Abbett, and was ad- 
vanced to the position of Assistant Purchasing Agent 
in 1925. Two years later he took a six months leave 
of absence to complete his college work and take his 
degree at William Jewell. When Mr. Abbett resigned 
in 1930 to become Purchasing Agent of Purdue Uni- 
versity, Robbins became head of the department at 
Colorado. 

In addition to his actual purchasing work at the 
University, he has for several years taught a purchas- 
ing course in the School of Business, acts as faculty 
adviser for the Colorado chapter of Phi Gamma Delta, 
and charts the football games for Head Coach “Bunny” 
Oakes. 

He has been active in the Denver Association, serv- 
ing a term as President and two terms as National Di- 
rector. He is credited with making the first suggestion, 
at a District Council meeting in Chicago, for a student 
essay contest—an idea that has since been developed as 
the Boffey Memorial Award. He is also a member of 
the Educational Buyers Association. 

Personal hobbies include home movies starring his 
small daughter, Dorothy Jo; writing, some of which 
PURCHASING has been privileged to publish; and golf, 
his score being proof positive that he doesn’t neglect 
his work for play. 
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A past president of the Boulder Rotary Club, and 
member of the District Conference Executive Board 
he has had occasion to speak from time to time about 
the purchasing job. His philosophy is expressed in th 
conclusion of one of these talks: 

“The compensations of a purchasing job are in th 
realm of opportunity for service, an unlimited roon 
for growth and 
dull moment. And in educational pur- 
the added value of contact with per- 
petual youth. Generations of students come and go, 


improvement, and never ending va 
riety never a 
chasing there is 


and the current generation is just as young and refresh 
ing as the 1921 generation was, when I first came here. 
I never expect to grow old, unless one of my profes- 
sorial colleagues sends me to an early grave by turning 
in a requisition for a gross of left-handed vitamin 


bees.” 





E. J. BARNEY of the Frigidaire Di- 
vision, General Motors Corp., Dayton, 
is one of that steadily increasing group 
of purchasing men who have been re- 
cruited from engineering ranks. 

His undergraduate work was done 

Denison University, where he re 
ceived the degree of B.S. in Engineering in 1914. This 
was followed by two years of graduate work leading 
to a degree of Electrical Engineering from Massa- 
chusetts Institute of Technology and Harvard Univer 
sity. 














Mr. Barney’s business career started with a job in 
the service department of Domestic Engineering Co., 
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makers of Delco-Light farm lighting equipment. After 
a year and a half at this work, he was transferred to 
the engineering department of the company. The vear 
1920 found him located at General Motors Export 
headquarters in New York City, as Export Service 
Manager for Delco-Light products. Two years later 
his title was Farm Lighting Plant Engineer. 

His association with the Frigidaire Division dates 
back to 1923, when he became Sales Engineer for that 
division, an assignment which he carried on for three 
years. This broad experience in technical work, sery 
ice problems, and merchandising, provided an excellent 
background for purchasing work, which he undertook 
in 1926 as Supervisor of Material Control and Pur 
chasing. 

Six years later he was appointed Purchasing Agent, 
and shortly thereafter he joined the Dayton Associa- 
tion, immediately taking an active part in the work of 
that organization and of the N.A.P.A., where his 
sound and thoughtful counsel, coupled with a genial 
and cooperative personality, have contributed effec- 
tively to the common good. During the relatively short 
period of his membership, he has been elected Vice- 
President and President of the Dayton group, and is 
currently serving as National Director. 

Aside from his business activities, his personal in 
terest in community and educational affairs is attested 
by his election as a trustee of the Dayton Y.M.C.A. 
and of Denison University. His son is now a sopho- 
more at Massachusetts Institute of Technology. 


, aa | DAVID H. THOMAS, Purchasing 


Agent of the Utah-Idaho Sugar Co., 
at Salt Lake City, came up to his pres- 
ent position through the ranks, start- 
ing as a trucker at one of the Southern 
Utah factories, twenty-eight years ago. 
Within three years, he was transferred 
to the general office, handling insurance, safety work, 
and some buying. The latter activity occupied more 
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and more of his attention, and fifteen years ag 
was appointed Purchasing Agent for the company 

One of his early responsibilities was the centr: 
tion of purchases for the twelve factories, lo 
five states, a project which he carried through su 
fully and with complete satisfaction to all concet 
That accomplishment is characteristic, for he is 
mentally a harmonizer. 

An active worker in the Purchasing Agents As 
tion of Utah, he has served in practically every 
became President in 1929, and was a featured spe 
on the N.A.P.A. convention program in San Fran 
last year, on “Checking the Credibility of Suppli 

At the conclusion of that address, Mr. Thom: 
jected a word regarding the credibility of “our 
pliers of law and government,” urging his heare 
take a personal interest in the administration of 
affairs. The subject is close to his heart, and 
ample as well as by precept he personifies the spit 
conscientious public service. He is currently a me! 
of the Board of Education of his native Salt 
City, a director of the County Red Cross, and 
last election his fellow citizens chose him to repr 
them in the Utah State Legislature. In additio 
these public responsibilities, he has found time to 
as Vice Chairman of the Community Chest, direct 
the Utah Manufacturers’ Association, treasurer « 
Utah Self-Insurers’ Association, and to take an 
part in Chamber of Commerce work. 

This type of service, and his family, constitut 
hobbies. His oldest child is now married; the 
younger Thomases all attend the University of | 
and are emulating their father’s example by 
active part in campus affairs. Two of them now 
office as vice-presidents of their respective sorori 
fraternity. The youngest daughter was recently el 
the Sweetheart of Sigma Chi. 

His company’s widely known trade mark is “| 
|.” That is likewise an appropriate slogan for 
cooperative citizen and business executive. 
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PEN-POINTS ON PURCHASE LAW 








ras You KNOW, ON MOST SALES 
OF COTTON WE TRANSFER TITLE 
BY THE USE OF THESE RECEIPTS. 
THEY REPRESENT COTTON IN 
Cities —THE EXACT GRADE 
















\ YOU WANT. 
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THEY'LL BE ALL RIGHT. I'LL 
SEND OVER TO THE WAREHOUSE 
FOR THE COTTON, 











JONES 
COMMISSION 



















THE PURCHASING AGENT OF OUR 
COMPANY JUST BOUGHT THESE 
WAREHOUSE RECEIPTS FROM THE 
JONES COMMISSION CO. | CAME 
OVER TO GET THE COTTON, 


I'LL HAVE THE RECEIPT CHECKED 
UP BY A MAN IN THE WAREHOUSE. 













































I'M SORRY TO TELL YOU THAT 
THIS PARTICULAR LOT OF COTTON 
1S NOT HERE . IT HAS BEEN SENT 
OUT BY MISTAKE ON ANOTHER 
RECEIPT. 


OG IVE ME BACK THE RECEIPTS. 
= LL TAKE THEM BACK TO THE BOSS. 
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THE WAREHOUSE DIDN'T HAVE 
THE GOODS FOR THIS RECEIPT. 
THE COMPANY SAID THE GOODS 
HAD GONE OUT BY MISTAKE. 

a 


WELL, I'VE HAD THIS CASE BEFORE. 
IT'S THEIR MISTAKE , AND THE 
MAIN STREET COMPANY WILL HAVE 


TO REPAY US FOR OUR LOSS, 
\ a 
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arehouse receipt from a 


HE purchase of a negotiable w : 

reputable dealer is equivalent to the purchase of the 
goods themselves. Such a receipt represents goods stored in 
a named warehouse. Under the terms of this document, the 
warehouse agrees to deliver the goods, on demand, to the 
original holder or his order, on surrender of the receipt and 
the document so reads, the 
goods can be made deliverable to the bearer of the receipt. 


payment of warehouse charges. If 


It is the duty of the warehouse issuing such a negotiable 
receipt to keep the precise goods described in the document 
in proper storage. Furthermore, it must deliver them only on 
presentation and surrender In this latter re- 
spect, the warehouse pictured above has failed, and so is 
liable in damages f 


of the receipt. 
for the loss sustained 


OU) 


| uma iler indorsed the warehouse 
receipt before pa ¢ it on to the purchasing agent. By such 
indorsement a dealer makes four distinct warranties: He 
warrants that the receipt is a genuine one, that is, not forged. 
He warrants tha il right to transfer it He 
warrants that he has a right to transfer title to the goods 
represente | V tl receipt He warrants that the goods are 
merchantable, or that they are fit for the purpose intended it 
the sales agreement plies sucl None of these warranties 
appear to have been broken in the case above 

The indorser does not warrant that the warehouseman will 


deliver the goods according to the receipt. 
Copy | Mm. M.S B Instit ngs by G. E. Tul 











Epstein test set for determining the magnetic properties of laminated iron. 
High core loss means reduced efficiency and shorter life. 





WHAT TO LOOK FOR IN 
MOTOR PURCHASES 


pee subject is approached with 
great appreciation of the prob- 
lem that faces the purchasers of 
electric motors. And by motors, in 
this article, is meant only the com- 
paratively simple squirrel cage in- 
duction polyphase motors, not the 
many varieties of single phase, 
wound rotor, commutating type, 
synchronous, or others sold fre- 


A line of completed induction motors ride 
the conveyor over stacks of partially assem- 
bled armatures in a General Electric plant. 
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Industrial Dept., General Electric Company 


quently but generally not in such 
bulk. 

Why is there an understanding 
and appreciation of the purchasers’ 
problem? Because progressive busi- 
nesses have become enlightened 
that better purchases are generally 
made by purchasing men acting in 
their own right and not as mouth- 
pieces for other departments. And 


that represents heavy respon 
at least in so far as mot 


chases are concerned. 


To be sure, an attitude t 
“thousan 


be taken is that 


motors are purchased each 
they are all pretty much alike 


they seem to run all 
what’s the great worry?” 
the aforementioned idea 


8) 


It takes a husky pull to separate individual 
conductors from a stator coil properly bonded 
to prevent wear and destruction in service. 











chasing responsibility were carried 
to its theoretical conclusion, insofar 
as motors are concerned, the indi- 
vidual responsible would have to be 
an engineer of high caliber, a main 
tenance and repair man of no mean 
knowledge, a production man, 
efficiency expert, policy man and 
lawyer. This, of course, excludes 
those who pursue the policy of 
merely following previous practice 
It concerns the progressive buyer. 

To be sure there probably ‘are 
just such men in purchasing posts 
(and they are becoming more nu 
merous) who are qualified engi 
neers in the first place and outstand 
ing in their knowledge of efficiency, 
production, investment and main 
tenance as well. But such would be 
the first to consult the many men 
directly responsible for a job af 
fected by motor purchases, and seek 
their advice. And, being qualified 
men, these purchasers can undet 
stand more easily this educated ad 
vice, can organize the respective 
iIntormation it contains, can com 
pare it with the products offered, 
and thus make a selection of the 
best motor correctly. 

If such a system of motor put 
chases is to work, the following 
two assumptions should be true 

1-That the purchaser have a 
good basic engineering knowledq 
of motors and electrical equipment, 
as well as an appreciation of the 
production and maintenanc: 
problems 

2—-That the purchaser consult 
frequently and thoroughly with en 
gineers prior to purchase, as well 
as with production men, efficiency 
experts, maintenance men, etc., for 
their opinions, and coordinate thi 
information thus obtained 


man’s 


But whether or not vou. as a 
motor purchaser, profess to be an 
engineer and authority on the sub 
je # it is proposed to give here some 


inside hints to help vou jude ou 


A stack of frac- 
tional hp. motor 
rotors waiting for 
assembly at the 
Fort Wayne 
Works of Gen 


eral Electric. 


motor purchases trom an engineer 
ing angle. For example, do you 
have an idea of how long a motor 
should last, of what is the most vul 
nerable part of a motor, of what 
constitutes a measure of value of a 


motor rating, of what materials are 
important to motor life and opera 
tion and how are they obtained. and 
of what constitutes a good lubricat 
ing system? 

select motors. 


1 1 
| 


These are lips to hey 
\ good basic guide of what rep 
resents value in a motor can b 
found in NEMA standards. Thi 
Yet all 
cannot 
comply with them and so choose t 
()thers believe 
the minimum not good enough and 
deliberately build with the idea 
liberal safety 


represent minimum values 
manufacturers may not o1 


take ex eptions. 


margins over these 


minimum standard value \l 
Interpretations of the standards can 
be different, and conservative moto 


manufacturers would so interpret 





tention 


construction 


is to always meet these standards. 
May it be suggested very strongly 
that all purchasers of motors read 
NEMA standards for Rotating 
Machinery, then question visiting 
motor salesmen on their policy re 
garding it. It was agreed on and 
written to protect purchasers and 
ive them trouble and expense. 


Measures of Value 


for example This book of 
NEMA. standards describes what 
constitutes a measure of motor 
value. All buyers are familiar with 
units of quantity and size, such as 


dozens, etc. 
But a motor has many measures of 
value and size in addition to some 
of those already mentioned. They 
can be listed as follows: 


pounds, feet, quarts, 


H epower Efhicienci 
Porque Power factors 
peed Slip 

V oltage Temperature rise 
Frequency lime rating 
Phase Enclosure 


\ll these add up to make a given 
NEMA has de 
ed these values, made classifica 
mn oft types 


mount of motor, 


based on them, and 
renerally indicated how each 
hould be n easured Ol determined. 


it cannot be 


recommended 1oo 
rhly that a concept of these mo 
or mea 


urements be obtained—pet 


Nie MA 


ps through a= study of 


Buying Long Service 


How long should an_ electru 
‘ ] o 
notor last: 
Well] here 1S how NIEM \ COM 
ents about motor life: ‘““There are 


iny opinions as to the average 
eful life that may be assigned to 
neral purpose motor or genera 


tor, receiving ordinary care and at 


faking into consideration 
1 ind tear, and obsolescence by 
eason. of 


advances in design and 
perhaps a life of 


twelve to fifteen years 1s conserva 


tive Many motors have been in 
ce twenty and twenty-five 
ears, and many have gone to the 
ip heap in five or six years, or 
en sooner, but twelve year 
fair average.” 


\nd this wa prepared In OO) 


ber 1924 The motor manufac 
ng industry has not stood still in 
he imterim Many new advance 


An inspector giving a string of 
motors their final check-up be- 
fore shipment from the River 
Works of General Electric, 
West Lynn. 























in the art have taken place since 
then—advances which, if capital 
ized upon, lengthen the life of a 
motor. Another pertinent point is 
brought out in the above statement. 
It represents the experience of most 
all reputable motor manufacturers. 
But it is to be noted the spread in 
motor-life experience that exists in 
the above statement—five to twenty 
five years! This is a cross section 
of the motor industry. It represents 
a challenge to motor purchasers to 
find the motors with longest life. 

What makes longer motor life? 
There are many things, but the most 
important can be listed. 


Manufacturer's Policy 


1~-llow sincere the motor manu 
facturer is in designing his motors 
for the longest life—and to what 
extent and expense he will go to 
assure that they will have it, is 
important. 

In this age of mass production 
one tendency on the part of some 
businesses 1s to maintain large de 
mand by shortening product life and 
bolstering replacement — business. 
This is not so with many manufac 
turers of motors, and probably all 
will claim it doesn’t pertain to them, 
so a purchaser must analyze the 
manufacturer's policy by himself if 
he is to have long-lived motors. 


Heat Factors 


2--Motor ltfe-length is very 
closely related to the actual tem 
perature of the hottest spot in the 
motor under load. 

Years of experience and research 
have established the fact that Class 
A insulation will last a normal life 
(probably fifteen years) if no part 
of it exceeds 105°C. Motor ratings 
are based on the principle set forth 
in Table I. 

It has also been shown that an 
excess of but 7-8°C can approxi 
mately halve motor life! That 
shows how important temperature 
rise is. And herein lies a possibil 
itv of purchasers’ testing the sin- 
cerity of a manufacturer's intention 
of building motors with long life 
The temperature of integral HP 


Squirrel - cage 
rotor with cart- 
ridge - type ball 
bearings for in- 
duction motor, 
type K. Note 
pressure-grease- 
gun fittings. 


motors, i.e. motors of fair sized pro 
portions, can be different by many 
degrees if measured at different 
places in the motor. Generally the 
temperature on the outside of a mo 
tor is much less than the tempera 
ture on the windings. But we have 
seen that the windings are the most 
sensitive to temperature 

The facts about the relation of 
temperature to motor life are tacitly 
based on readings of temperature 
taken at the hottest accessible spot, 
which ts generally somewhere on 
the windings, which are proven by 
trial as the hottest spot. And there 
in lies an acid test—-would a motor 
manufacturer reject a motor and gO 
to greater manufacturing expense if 
he found that some spots on the 
motor exceeded nameplate tempera- 
ture, whereas others within 
limits? It is the criterion of many 
vears of motor life. 


were 


Watch the Windings 


3-The windings are a motor's 
most vulnerable spot. It fails and 
its life ends, at least until a new 
winding has been installed. 

There are many enemies to wind 
ings other than high temperatures. 
Vibration caused by pulsations of 


alternating current can wear the 


turns and short-circuit a motor. 
Therefore, proof of the binding 
quality of the insulation varnish 


should be given. 

Moisture is an enemy of insula 
tion commonly met in service. In- 
ulation varnish should be moisture 
resistant and not subject to heat 
aging and cracking. Where exces- 
sive moisture conditions prevail, a 
protective motor construction 
should be used. Totally enclosed 


fan cooled construction gives the 





Expected ambient : 
Normal temp. rise under F. L 
Extra temp. from 15% O.L 


measurement 





TABLE I 


illowed 
Allowance for hot spot not aece 


Totally Enclosed 


pen Fan-Cooled 

°C 40°C 

10° su G 

10° ¢ none 
lode 

15° ( 19° ¢ 

105° ¢ 105°C 
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longest life under these conditior 
Acids and alkalies will attack 
windings in the same 
water, but more rapidly. Since the 
are often present in the atmosph: 
the resistance of insulation to 
enemies should also be investiga 
Oil and grease are hazards to 
sulation frequently met 
cause of their presence on nearby 
machines. They tend to soften 
tain varnishes and cause insulatior 
breakdown. It 1s easy for the 
salesman to prove whether the 
nish used 
oils. Such proof assures motor ope 
ation for a longer time. Finally 
winding is subject to wea 
abrasion of dust passing over 
from accidental mechanical injus 
\brasion test results are 
available for most good types of 
varnish insulation. 
findings with regard to these 
lems in making your 
tions, 


fashion 


with 


resists such action yy 


renegra 
( oOmpare 


lv motor 


Other Considerations 


4--But the other parts of am 
are of only somewhat less im{ 
tance in affecting motor life 

Iron and steel are 
“aging” from a magneti 
view. Thus the lamination 
make up the motor 
their magnetic effectiveness. W!] 
this happens, efficiencies 
motor characteristics become 
rior. 

Research laboratories of 
electrical manufacturers disco 
this and also discovered in 
junction with steel compant 
types of high grade 
which would bring this aging 
minimum. 
ties in the factories both of the 
and electrical companies had 
set up to control the manufa 
and selection of this material 
is another assurance of long 
life. Does the manufactur 
the motor you are analyzing 
the facilities for doing this? 

It is now fairly generally 
nized that the cast rotor windis 
the most indestructible It 
contributes to better oO} 
However, when the purity and 
ductivity of the aluminum 

Continued on pag 


subject 
pom 
; 


core can i0 


drop 


silicon 


Once discovered, fa 
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“I’m not through with you yet. Just think over that 
last point while I get a drink of water.” 
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AND THE 


GUFFEY ACT 


Part I 


By DAVID L. FRANCIS 


Student at Graduate School of Business Administration 
Harvard University, Boston, Mass. 


This paper was awarded second prize in the 1939 
Boffey Memorial Award Students’ Contest spon- 
sored by National Association of Purchasing Agents. 
The prizes consist of cash awards made from the 
Boffey Memorial Award Fund to which individuals 
and affiliated associations have contributed. 


HE actions of the Purchasing Agent in buying 

coal for his company have been changed in several 
ways, and will be changed more in the future, by the 
enactment by Congress of the Bituminous Coal Act ot 
1937, (commonly called the Guffey Act). It is the 
purpose of this paper to show and explain these 
changes. When the word “industrial” or “industrial 
coal” is used, it is meant to take in any user of coal 
outside the domestic or household coal market and the 
coal spoken of is generally meant to be the smaller 
grades (such as nut and slack), or run-of-mine coal. 

From the Purchasing Agent's viewpoint the features 
of the Guffey Act which are of immediate interest to 
him are (1) the coal price fixing provisions of the act, 
and (2) the limitation of the length of contracts for 
the sale and purchase of coal to 30 days. 

Prices, as established by the Coal Commission, were 
only in effect from December 15, 1937, until February 
26, 1938, when they were withdrawn by the Bituminous 
Coal Commission to prevent their being “thrown out”’ 
of the courts. The prices had already been declared 
illegal in the instance of a few classes of consumers 
such as railroad fuel, City of Atlanta, City of Cleve 
land, and The Associated Industries of New York. 
These cases were ruled on the ground that prices had 
been promulgated unfairly with respect to the buyer’s 
voice in making up the prices. The Commission's 
withdrawal was in anticipation of a general collapse in 
the courts of the entire price structure. Consequently 
there was actually little time in which to judge the ef- 
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THE PURCHASING AGENT 


Coal is loaded directly into railroad cars 
for shipment, and must find its market 
promptly. 


fects of the price fixing provisions while they 
The immediate effect was 


real operation. 


rise in prices of industrial fuels. 
been anticipated and many companies had stock: 


for a considerable period. 


Consequently, the price fixing clause which has | 


TI 


j 


the main clause of the act has been ineffective 
fore, What actually will be the effect of these 


provisions on the purchasing agent is speculation, 
lhe 30 day contract clause spoken of above st 


) 


I 


that until prices have been established by the Cor 
10 contract may now be entered into whic! 
vides for delivery for a period longer than thirty 


§10n, 1 


from the date of the contract. 
contracts become “‘spot orders.” 
no prices fixed by the Commission since Febru 
1938, this clause has been effective since that dat 
Before commencing the above discussions it may 


In actual effect 
As there have 


clarifying to give a brief picture of the situation | 
and leading up to The Guffey Act of 1937. 


emphasis will be placed on regional sales agencies 


cause it is felt that these agencies will be the 


medium through which the buyer will secure his 


\ 
\1 
vid 


and therefore it is imperative that he understa1 
reasoning behind these agencies. 


As tar back as 1926 the coal industry has been 
“buyer's” market, and also since that date the indu 
as a whole, has lost several million dollars yearly 


Before the Guffey Act 


This price rise 


Tt: 


capacity to produce about 800,000,000 tons yearly 


an average demand of somewhat over 400,000,000 





| 


vearly, has made price cutting an almost accepted t 


within the industry. 


a lower price with the hope that they can make 


loss on the larger, higher priced domestic sizes 
sequently the operators generally attempted 


( 


The producers will tend 
long on smaller industrial sizes of coal and sell tl 


long term contracts with individual plants which 
These < 


serve as a backlog for production. 
were assumed in numerous instances merely to 


fixed 


costs 


and 


whatever 


variable 


costs 


the 


) 





Coal from various mines has _ individual 
characteristics that are of great importance 
to the user. 


would allow to be covered. As stated above, in gen- 
eral the profit would come from the sales of the higher 
priced domestic sizes. The contracts generally ranged 
from one to two years, but sometimes went as long as 
five years (es specially railroad fuel contracts). 

With this situation the buyer of industrial coal was 
in a most favored position, and his fuel costs were 
more than reasonable. He made his contract when he 
thought the market was best, or the lowest, to do so, 
and unless some coal salesman came in during the in- 
terim with a coal which he could prove was much bet- 
ter for the buyer’s specific purposes, or offered a much 
lower price, the buyer was generally willing to renew 
the old contract on terms favorable to himself and to 
the existing market. 

The coal buyer’s duties were not very heavy. He 
had to watch the product to see that he was getting his 
specified grade and quality, and he had to watch the 
market prices in order to be able to bargain when th« 
old contract was about to expire. Delivery was an 
unknown problem, in general, as there was more coa! 
on the market than was necessary, and sufficient rail- 
road cars to transport this coal. From the buyers’ 
standpoint this situation became better after 1929, as 
the depression grew deeper, for the producer had more 
coal and less demand for it than ever before, and con- 
sequently he cut prices even more than ever. 

Labor troubles have always been prevalent in any 
coal fields which are dominated by the union and such 
industries as were dependent upon those fields for coal 
suffered for years from intermittent operation and 
periodic labor disturbances. Commencing in 1929, 
coal (like other commodities) suffered from the de- 
pression and because of forced selling and declining 
demand the industry found itself in a vicious circle of 
reducing prices and reducing wages. 

This trend did not apply exclusively to the coal 
dustry, but applied with greater or less force to all in- 
dustries. It was this condition which N.R.A. sought 
to correct by inducing practically the entire industry to 
sign a contract with the United Mine Workers of 
America and in return permitted the operators to fix 
prices for coal and promised regulation of competitive 
fuels on a competitive basis with the new price levels 
thus created. When N.R.A. was declared unconstitu- 
tional, the industry was still under the domination of 
the United Mine Workers, but lacked the power to sell 
its product for enough money to support the union 
wage scales. 

It is this picture then that supposedly caused the 
President and his legislators (with the insistence of the 
United Mine Workers) to create the Guffey Act of 
1935 (declared unconstitutional by the Supreme 
Court) and the present Act of 1937. They felt that 
the solution to the coal industry’s many problems was 
government-controlled and stabilized prices. Actually 
the President and his followers wanted to continue the 
spirit, or ghost, of the dead N.R.A. in the form of “a 
little N.R.A. for the coal industry.” Their intentions 
were certainly good, but the results have been dis- 
astrous to the coal industry, for the industry is more 
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demoralized than eve1 


However, so far, and until 
the price fixing goes into effect, it has been a boon to 
the purchasing agents, for it has been more of a buyer’s 
mat a than ever 


Regional Sales Agencies 


lo go back a bit again, there are three points which 
must be covered to make the picture complete. The 
first is the regional sales agency, Appalachian Coals, 
Inc., which was in action for about eight months bx 
the N.R.A. supplanted it. This sales agency con 
trolled the sales of sor 70,000,000 tons of coal, and i In 


its short period of operation caused prices to be raised 
about 15% for its members. Other regional agencies 
of similar nature were being formed when the N.R.A. 
Code cut short their usefulness. However, the skele 
tons of these organizations still exist. 

[ mention these sales agencies, because it is 
portant for purchasing agents to realize that when the 
Guffey Act expires in 1941 these agencies will spring 
into active operation again, and the buyer will have t 
bargain with a much stronger seller than he has had in 
the past. Prices and production of coal will be tem 
pered and regulated more by outside competition from 
oil, and gas, and much less by internal competition 
within the industry. Therefore it will not be so much 
of a buyer’s market as it has been in the past. 

In order to give a clearer picture of the importance 
of the sales agency some background must be given. 

Coal is mined and loaded directly into railroad cars 
for shipment to the customer; therefore, within pos 
sibly two or three is loaded into a pit cat 
underground, it is in a railroad car on the surface and 
nust be billed to a consumer. Modern day require 
ments of the various types of consuming equipment 
are very exacting as to size; therefore, coal is cleaned, 
sized and loaded in from four to eight different sizes 
simultaneously \ny particular size required to fill 


nours atter it 


one order entails the loading of from three to seven 
other sizes, for one or more of which the producer may 
not have an order on his books. The natural result of 
this is that the marketing of coal entails forced selling 
or forced shipment just the same as fruits or melons 
must be shipped and marketed when they ripen, re 
gardless of market conditions for that particular prod- 
uct. 

The producer cannot refrain from making these un 
wanted sizes, nor can he warehouse them nor store 
them on the ground until they can be constructively 
sold. In this respect coal is quite different from any 
other c mmodity, either natural resources or manufac- 
tured, and this situation fundamentally creates unstable 
market conditions for certain sizes and grades at dif- 
ferent times of the year because of the fluctuating de- 
mand. It is this situation also which causes the much- 
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discussed lack of stability in the marketing of coal and 
gives rise to the many evils with which the marketing 
of coal has been confronted. 

This, in turn, creates an impelling necessity for the 
closest co-operation between producers if they are to 
exist. I have gone into this at some length to portray 
the necessity for the regional sales agencies as con- 
ceived, organized and operated after thorough legal 
test in the courts and, incidentally, the background 
which I have outlined was the basis on which judicial 
approval was obtained. 


Self-Regulation of Industry 

What connection has the regional sales agency with 
the Guffey Bill? Simply this, that if producers by 
means of these strictly voluntary co-operative regional 
sales agencies were able to stabilize their markets and 
maintain orderly production and sale of their product, 
there would have been no necessity for N.R.A. and cer 
tainly no necessity for the much more rigid govern- 
mental control provided for by the Bituminous Coal 
Acts of 1935 or 1937. 

Therefore, paradoxical as it may seem, regardless 
of the fact that the regional sales agency is designed 
to stabilize coal markets and eliminate the evils and the 
violent fluctuations in price which have characterized 
the marketing of coal in the past, it is a fact that every 
industrial consumer, at least, should be interested in 
the success of this movement for the following general 
reasons : 

(1) The principle can be used in the development 
of similar movements in other industries. 
Coal is still, and probably always will be, the 
chief source of energy in the United States; 
therefore, every consumer is better off with 
stable conditions than they would be in chaotic 
conditions. 

(3) Chaotic conditions in the coal industry have 
brought about rigid governmental control which 
is obnoxious, expensive and contrary to Amer 
ican business principles in the opinion of a 
great majority of American industrialists. 

(4) Unstable market conditions are invariably fol 
lowed by unstable labor conditions in the coal 
industry which have their effect on all industry. 

As the chief source of energy, all industry is 

interested in a smooth, regular supply of good 

coal at fair and equitable prices under all con 
ditions. 

(6) Any manufacturer prefers stabilized markets 
and costs for all raw material, which enables 
him to exercise his own ingenuity in manutac- 
turing processes to keep his own costs of pro 
duction on a competitive level with other man 
ufacturers of the same commodities. 


bo 


in 
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(7) Unstable prices and irresponsible marke! 
of coal creates constant pressure on the 
chasing agent to test coals and change sou 
of supply, and creates constant doubts in 
minds of all consumers as to whether o 
they are buying and using coal to as good 
vantage as their neighbors. 

(8) The highest efficiency in the use of coal 
any industrial purpose can only be obta 
through uniformity and long experience 
the same coal. 

(9) The supplying of coal for industries is a si 
ice which can only be properly rendered 
strong, well-equipped, reliable suppliers 
any movement which tends to strengthen 
supplier will, likewise, improve the ser 
which can and will be rendered to indust: 

(10) The regional sales agency tends to improv: 
standards of cleaning, sizing and prepat 
of coal which are of vital importance to 
consumer. 

(11) Regional sales agencies are not mono 
and can never be for the simple reason 
they operate independently in certain di 
and cannot under the law include all « 
producers in that district; therefore, prod 
in a regional sales agency always hav 
competition of those outside of the agency 

ducing the same kind of coal in the sam 
trict on the one hand and a great many 

producing districts on the other. The n 
ambition of every producer to increase vi 
will always exercise sufficient restraint to 
vent exorbitant or unfair price structures 

The second point is the N.R.A. code itself. 

structure, set up to lift and maintain prices, was 

somewhat ineffective by contracts made in anticip 
of it, and when a great many new contracts wert 

in the following spring of 1935, the price structut 
set up by the code collapsed. This was_ folloy 
shortly by the N.R.A. being declared unconstituti 

It is a fact that coal prices rose somewhat during 

code year, but they rose no more than the general | 

level, if as much. The Guffey Act is supposed to 

“teeth” into the old N.R.A. code by providing by 

that the seller will be penalized severely if he vi 

the act. 


The Shift to Smaller Sizes 


The third point is the almost imperceptible chan 
the increasing demand for small sizes of coal. Dur 
the depression years of 1930-34 this was not felt 
the total demand was decreasing at such a rapid 
However, in the past few vears, the advent of dome 
stokers, and the modernization of firing equipment 
methods in both household and industry, have 
a decrease in demand for large sizes of coal, an 
increased demand for small sizes which formerly 
a glut on the market. This change in demand 
naturally have an adverse effect on the buyers’ 


A major problem in coal marketing is the fact that 

large and small sizes are produced in the same 

operation, with no relation to comparative market 
demands. 
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SPOT MARKETS FOR COAL 


. +... Wipe out the assured backlogs of 
production. 


double the cost of selling. 


. . +. introduce another variable factor in 
manufacturing costs. 


. ... depress the price cycle without iron- 
ing out the fluctuations. 


. «+» encourage speculative buying at the 
expense of uniform quality. 


... -multiply the need for constant tests 
of new coal. 


PUTT 


gaining ability, and will tend to increase the price he 
must pay for coal, for what he formerly bought as a 
by-product (in the sense that slack must be produced 
to get the more desirable domestic lump), the buyer 
now will find is gradually becoming a joint-product. 
and in some instances is the main product. The effect 
of this on the price of small sizes is readily seen. 

Since even domestic coal is now fast shifting to the 
smaller sizes because of the requirements of burning 
equipment for both industrial and domestic use, it 
is obvious the smaller sizes are increasing in value and 
the larger sizes which formerly carried the higl 
prices are now declining in value. Sooner or later, 
and it appears sooner rather than later, industries must 
be reconciled to pay the full cost of pre «luction for fine 
sizes of coal if the producer is to make a profit. No 
longer can the small sizes be considered by-product or 
resultant sizes made in the preparation of the more ex- 
pensive domestic coals. 


1est 


A Spot Market for Coal 


As stated in the introduction, the price fixing pro 
visions of the act have been practically non-existent 
except for the two months’ period mentioned, so we 
must decide what has been the result of the prices xot 
going into effect. The repercussions of this situation 
have been heavily felt, for so long as there are no 
prices fixed by the Commission the 30 day contract 1s 
effective, which makes all buying spot orders and 
necessarily does away with the longer term contract. 
This has naturally changed the attitude of the buyer 
and the consensus of opinion is that it has put him in a 
much stronger bargaining position. 

That the coal industry lost around $60,000,000 in 
1938 cannot be blamed on the bargaining power of the 
Purchasing Agent, for the total coal tonnage produced 
in 1938 dropped over 100,000,000 tons during the year, 
due mainly to the great decline in business activity. 
However, this loss of tonnage on the part of all coal 
producers, combined with the fact that they can no 
longer make lengthy contracts, has created a mad 
scramble for business that has led to more ruinous 
competition than ever experienced within the coal in 
dustry before. 

One might say that the buyer has not exerted his 
bargaining power at all, but rather he has sat back, and 
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then picked out the price that best suited him after the 
operators had finished their scramble. And_ this 
scramble to hold business was made even worse when 
the salesman realized that after prices were instigated, 
his ability to sell would be no longer based upon price 
competition, but more on such sales factors as delivery. 
goodwill, salesmanship, etc., so he did his best to hold 
what business he had in anticipation of such a time. 
Price cutting was the general remedy for keeping the 
existing business. Let us look at this situation more 
closely. 


The Downward Cycle 


The effect of the 30 day contract has made the coal! 
buyer more market conscious \s stated earlier, the 
old contract was normally for 12 months or more, 
while now the law requires it to be no more than 30 
days in lengtl e result has been that the Purchas 
ing Agent must watch the price of coal very closely, 
and if he sees a price drop taking place at the end of 30 
days, befor ( ntract 1s renewed he will try to 
readjust his own prices to the market. It generally 
follows that the producers have had a much harder 
time raising prices when the market would normally 
become stronger (due to seasonal factors or increases 
in business in general), as competition for the new con 
tracts has become much keener than of old. 

\s an exal ple of this, before the Guffey Act was 
created, a certain paper company in Michigan had 
bought coal from the same West Virginia mine for 
several years on a two-year contract, and this order 
had become the main backlog of that mine. When the 
contract expired fter the \ct was passed, it was 
opened for bids, and a competitor gained the business 
by submitting successful test, and by giving a lower 
price. This contract, of course, was on a monthly 
basis, renewable if both parties were satisfied. As 
soon as prices became stronger in the general market, 
the salesman tried to get the price up somewhat, but 
immediately was underbid and lost the business to 


someone else who also wanted to gain this very desi1 
words, each month the 
coal salesman’s best price generally must run fairly 


oat cont _ ¢ | +1] ~ 
able, new cus ( In other 


close ce) } 1S Ompetitors Vorst price. 
Formerly, this was not so much the case, for the 
buyer felt that by making a long contract he would 


break even on the seasonal ups and downs of prices. 


As contracts re made at different times of the vear, 
depending on the lo ility and seasonal aspect ot the 
buyer’s business, the coal salesmen were not in such a 
position to los ontract, and cut business from one 
another, for the various contracts were made at differ 
ent times of the vear and overlapped each other, and 
thus everyor is more or less tied down by his own 


commitments. 

This is no longer the situation. The effect of all of 
this on the picture of seasonal price fluctuations has 
been to lower the dips in the cycle and cut the tops 
from the crest of the price picture. All in all, it has 
made the Purchasing Agent obsefve the present market 
prices of coal very closely, and while this takes more 
time and consideration he thinks he has a better control 
over his fuel costs—although I doubt it seriously and 
will attempt to show why this is not true. 

In many cases, the 30 day contract has created an 
uncertainty for the buyer. For instance, a canner in 
Delaware who has always had to set his future prices 
on his estimated costs of production naturally wants as 
many known costs as possible on which to base his esti- 
mate. lormerly, his fuel cost was a known cost, for 

Continued on page 100 
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ACIDS 
Acetic, 28%. Cwt. ..c2.6.0...5 213 
Muriatic, 18 deg., cwt. ........ 1.50 
Nitric, 36 deg., cwt. .......... 5.00 
Oxalic, Works, cwt. .......... 10.75 
Phenol, Works, cwt. ........ 14.25 
Sulphuric, 66 deg., ton ...... 16.50 
BUILDING MATERIALS 
Brick, N. Y. dock, per M .... 12.00 
Cement, f.o.b. plant, bbl. . > 2a5 
Glass, single B, per box ...... 2.50 
Lime, per bbl. ....... ; csr Vee 
Nails, wire, per keg ........ 2.45 
Oak flooring, per M ft........ 70.00 


Southern pine, K.C., per M ft. 23.33 
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CHEMICALS 
Alcohol, denatured, gal. .. ; ae 
Alum, potash, cwt. .... .. 3.40 
Alumina Sulf., Comm., 
Works, cwt ....... aoe SS 
Ammonia, aqua, 26 deg., 
GUGQMS. oka ccs ; eZ 

Arsenic 

WHI, CW... ecccciecccccedie GMO 

ee. CW. oo Soscv Sivcodense TS 
Barium 

Chloride, ton re 

Carbonate, ton eer 5 JOO 
Benzol, pure, gal. ....... = .16 
Borax, powd., ton . os 50 
CHIOSINE.. OWihiw..cicccs. coeccss RBS 
Formaldehyde, Ib. ............ 05% 
Glycerine, drums, lb. ......... 121 
Lead acetate, white, broken, 

| i nN HSRORS te ee a 10.00 
Nickel sulphate 

WOOD. 5a s ciaveeie eras beaid we sh 13 

oe Ae IK! 
Potash 

Caustic. SOME. fhiiincivinsciin 06% 

Permanganate .............  .18Y% 
Sal Ammoniac 

Gran, white, CWt: ......%.... 4.50 

Gran: coy, GWE «cides SFE 
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2.23 
50 

5.00 
10.75 
14.25 
16.50 


wit 


_ 


12.00 


oun 


hN bo 
> Bow 


~~ tn 
Surv 


ie) hr bo 
o" 


ton 


3.00 
18.00 


77.00 
56.50 
16 
48.00 
| 
0514 
12 


11.00 


MARKET PLACE 


First - of - the - month quotations 


for carloads or mill shipments, 


with comparative prices quoted 


one month ago and one year ago 
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16.50 


— 


NK PO HY bv bo 
= 


fn ome 
,ounNN 
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iow 
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3.00 
18.00 


77.00 
56.50 
16 
48.00 
1.75 
05% 
121 


11.00 
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Saltpeter crystals ....c....0.... 071 
Soda 
Ash, 58%, light, bulk, cwt. .90 
Caustic, 76%, solid ........ 230 
Sal, Works; CWE. ..c...5:..4 LO 
Sodium 
Bicarbonate, cwt. eee Ce 
PhOSOnwte, CW. ooccca..ss TBS 
Silicate, 60 deg., cwt. ...... 1.65 
Sulphur, Comm., cwt. ........ 1.60 





COAL & COKE 
Anthracite, stove, mines . .. 5.90 
Bituminous, Cleaf, mine run.. 2.25 
Bituminous, Pa. Grade A.... 2.40 
Beehive Coke, Connellsville .. 4.00 
By-product Coke, Newark .... 10.80 
FERTILIZERS 
Muriate potash, 80-85%, per 
SAREE Sete aa BUG nice satan oe ks 5314 
Sulphate potash, 90-95%, bags 38.00 
Nitrate soda, bulle ........... 27.00 


Sulphate ammonia, dom. bulk . 28.00 
Steamed bonemeal, 3 and_ 50, 


DOS WOR orcs scsie sen watinveica aie eee 

GRAINS 

Barley, malting; Bu............ 62 

Corn, No. 3, yellow, bu. ...... A734 

Oats, No. 2 white, bu......... 3134 

Rye, No. 2, Western, bu....... 64% 

Wheat, No. 2, hard winter, bu.  .6714 

Flour, spring patents, 196 Ibs... 4.65 
HIDES 

Light native cows, Ib......... 101% 

Heavy native steers, Ib......... 10% 

Calfskins, 5-7 lbs., per skin.... 1.25 
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90 
2.30 
1.10 


1.70 
2.10 
1.65 
2.60 


6.25 
2.60 
2.50 
5.00 
11.38 


53Y 
36.25 
27.00 


28.00 


32.00 


70 
584 
4394 
S84, 
% 
6.20 


AS 
1234 


1.80 
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IRON & STEEL 

Pig iron, foundry No. 2 21.00 
Pig iron, basic, valley 20.50 
Cast iron pipe..... 50.00 
Forging biliets . 40.00 
Sheet bars . 34.00 
Wire rods . 43.00 
Cold rolled sheets, cwt 3.20 

Hot rolled annealed _ sheets, 
cwt =e o35 
Cold rolled strips, ewt 2.95 
Hot rolled strips, cwt 2.15 
Tin plate, cwt 5.00 
tars, cwt Ao 
Shapes, cwt. 2.10 
Bright wire, cwt 2.60 
Ground shafting, 2.70 
Rails, ton 40.00 

No. 2 heavy melting scrap, 
ton 10.00 





METALS, NON-FERROUS 


Aluminum, virgin ingots 
Antimony, American, 
Copper 

Electrolytic 

Casting 

Lake 
Chromium, o, spot 
Lead, E. St. Louis 
Nickel, ingot 
Quicksilver, flask 
Silver, bars, N. Y., per oz 
Tin, Straits, spot 


Zinc, E. St. Li 


Spot 
pot 


97¢ 


ums. 


METAL PRODUCTS 


Copper, wire, 
Yellow 


bare, cwt 
brass 


sheets, higl 


20 


1] 
1035 
1] 
Q5 
0475 
35 
SY_OO 
42% 
$595 
045 





NAVAL STORES 


Turpentine, gal. 
Rosin, Grade B, bbl 


PAINT MATERIALS 
White 





bonate 
Carbon 
Shellac, 


linseed 


lead, 


dry, 
black 
orang? 


oil 


basic, cat 


07 
033 4 
10% 


OR7 
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23.00 
22.50 
53.00 
40.00 
34.00 
43.00 

3.20 


2.10 
2.95 
2.10 
5.00 
2.10 
2.10 
2.60 
2.70 
40.00 


18.50 


= 30 — = = 
Jtege tity 


wn 


180.00 


101 


5.90 


.07 


0255 


.20 


106 
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23.00 
22.50 
53.00 
40.00 
34.00 
43.00 


> 


3.20 


2.10 
2.95 
2.10 
5.00 
2.10 
2.10 
2.60 
2.70 
10.00 


17.00 


1 © | — = = 


JU 50 CSU met eet et 


2 


LS0.00 


38 


6.20 


07 
0255 

16 
104 


‘7 


eo} 


VIF 


PAPER 


News, roll, 


Book, M I 


Wrapping, n 


Wrapping, s 
Wrapping, 

Chip board, 
Wood pulp, 
Wood pulp, 


PETROLEUM 





n 50.00 
Cwu 6.00 
rthern, cwt 4.75 

outhern, cwt 3.50 

manila jute, cwt. 8.20 
No. 1, tor 27.50 
mech., to 22.00 

XN ] t >») 





Crude, Mid ! OL 
Crude, Penna 1.45 
Gasoline, 65 t 05 
Bunke Onl 9D 
Keros¢ eS. }] 04 
Penn. bright t, 25 

et 15 
Pent t) 10 


TEXTILES 


Cottor 


CGalvestor O65 
Cotton yarns, 22s 21 , 
Print cloths, 38 64x60 04! 
Sheeting, 37 1Rx4 O41 
Wool, fine com lood 67 
Worsted varns 2-40s ] $7 1/ 
Worsted yarr I 2-40s 135 
Silk, Japan, 1 é extra 
cracks 2.26 
Rayon, viscose, 150, 40s 51 
Surlap, 10! }( 056 
Hemp, \far i 5 





50.00 
6.25 


4.00 
8.25 
45.00 
32.00 


2 S50 


3.30 
a 
O85 
0734 
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50.00 
6.25 
5.00 
4.00 
8.25 

45.00 

32.00 


2.50 


1.02 
1.95 
3.8) 


1.50 
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19 Reasons for Lost Sales 


DDRESSING the Purchasing-Sales forum of the 

New York Purchasing Agent Association, I eb- 
ruary 20th, Richard Borden of The Borden Company 
conducted an “Autopsy of Lost Sales,” citing the fol- 
lowing as the most frequent reasons, among controllable 
factors in salesmanship and buymanship, why potential 
sales die before the negotiations are completed : 





1. I lost out to a competitor because I made exag- | 


gerated claims about my product. I forgot that a good 
salesman likes nothing better than a competitor who 13 
a liar. 


2. I lost the sale because I spent all my time on the 
person easiest to reach ... instead of winning my way 
through to the real buyer. 


3. I lost the sale because I let the buyer scare me. 


4. I lost the sale because I kept my big mouth open 
too long. I talked myself im to the order... and then 
talked myself out. 


5. I lost the sale because I didn’t cover my sales 
story thoroughly. I forgot that, to reach home plate, 
you've got to touch each base. 


I lost the sale because I didn’t know enough about 
my prospect’s business. I failed because I couldn't 
talk his language. 


I lost the sale because I didn’t sell myself thor- 
oughly enough to the buyer. | forgot that I am part of 
the package my prospect buys. 

8. I lost the sale because I got into an argument 
with the buyer ... an argument which I won. That is 
why I lost the sale. 


9. I lost the sale because, frankly, I didn’t know 
enough about my product. 


10. I lost the sale because I spent too much time 
knocking competition and not enough time telling my 
own quality and profit story. 


11. I lost the sale because I let myself get licked by 
the customer’s story of reciprocity and personal friend- 
ship with a competitor. 


12. I lost the sale because | didn’t generate enough 
desire for my product. 


13. I lost the sale because I didn’t plan my presenta- 
tion carefully enough. I just dealt sentences rapidly 
off the top of my mind. 


14. I lost the sale to a competitor whose price was 
lower . . . because I didn’t have enough facts to prove 
my product was worth the money. 


15. I lost the sale because I let a ticklish credit situa- 
tion beat me. 


16. I lost the sale because I had neglected my cus- 
tomer too long. A competitor beat me to it because he 
was there asking for the order. 


17. I lost the sale because I wasn’t a good closer. 


18. I lost the sale because of a complaint hanging 
over from a previous negotiation between my prospect 
and my company. 


19. I lost the sale because I failed to put anything 
newsy or fresh into my story. My prospect had heard 
my old song and dance so many times before that when 
I gave it to him again unchanged, he just said: “Ho 
Hum!” I was a nuisance, instead of a newsman. 
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100,000 Fastening 
ROD... . emacs 


FOR “DOUBTFUL” SCREWS! 





































That’s Why PHILCO RADIO Specifies 
Parker-Kalon Self-tapping Screws 


‘OU may make only 1000, instead of 100,000 
fastenings a day, but you'll benefit, too, by 
avoiding “doubtful” screws ... screws that are dif 
ficult to start, that strip, break or that won't draw 
up tight. It takes only a few trouble-makers in any 
lot to more than offset any savings in first cost 


When you demand Parker-Kalon Self-tapping 
Screws, you'll get no “doubtful” screws. Parker- 
Kalon’s rigid Quality- Control insures that every 
screw will pone right and hold tight. 


Order Parker-Kalon and you get the best.. 
= of the originators of the Self-tap ping 
Screw... manufactured with specially-developed 
equipme nt and guaranteed by Parker-Kalon’s 
Quality-Control Laboratory. Parker-Kalon Cor p 
200 Varick Street, New York. 


TYPES, SIZES, HEAD-STYLES 


FOR EVERY ASSEMBLY OF 
METAL OR PLASTICS 


PARKER-KALON 





HARDENED 


Sef tiyyping Scretis 




































INFORM-A-SHOW SELL-OUT and value ot this exhibition 


ing the important group of indi 

The 1940 Intorm-A-Show of | the purchasers who will be present 
N.A.P.A., to be held in connection with convention 
the twenty-fifth annual convention, at The Inform-A-Show will o 
the Netherland Plaza Hotel, Cincin exhibit halls adjacent to the m« 
nati, next June, follows precedent in gallery of the Hall of Mirrors, 
that practically all space was contracted the general convention sessiot 

for within three days of the release of held. 

the diagrams, early last month, again The sixty-three companies 
demonstrating the tremendous interest be represented in the exhibit are 





Practical Engineering Help 


TPYHE members of the Fafnir field engineering staff com- 
bine a total of 342 years’ experience. This experience 
gained, not in a distant “home office,” but right in plants 
where problems are — can effect real dollars-and-cents savings 

for you. For example: 
Fafnir Engineering Service may be able to better your 


product with a bearing suited to its needs; or lower its cost 


with a less expensive bearing than the one you now use. 
' It may save you time, by supplying a Fafnir standard bearing 
instead of a “special.” or boost bearing performance by 
recommending the right seal, shield, or lubricant. Its 


practical help for any industry —a plus for your plant if you 





use it. The Fafnir Bearing Company, New Britain, Conn. 


PATIIR Lal Coanings 


For additional products see Buyer’s Dire 
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LABOR COSTS ARE LOWER win 


@ The modern way to reduce labor costs is to 
make your skilled workmen more productive 
by supplying them with better tools. 


For more than half a century, Williams has 
been making fine tools for industry—tools that 
not only enable the operator to produce more, 
but inspire him to better workmanship. And 


that means fewer rejects, less material waste. 


All Williams’ products are fully guaranteed 
and are sold by industrial distributors every- 
where. Write for descriptive literature. 1-617 


i 
TAL 


J. H. WILLIAMS & CO. HEADQUART NEW YORK 
WRENCHES TOOL HOLDERS LATHE DOGS “C” CLAMPS PI 


OF ALL 
TYPES 
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D. A. Stuart & Co., Ltd., Chicago Scovill Mfg. Co.; and H. Von P eing the second man to hold that office. 
Thomas Publishing Co., New York Thomas, Bussmann Mfg. Co. He served for two years in that ca- 
Underwood - Elliott - Fisher | o., New pacity. Universally respected and beloved 
York E. L. McGREW MEMORIAL y his associates, his enthusiasm, de- 
U. S. Gutta Percha Paint Co., Provi The Pittsburgh Association has estab voted interest, and faith in purchasing 
dence, R. | lished a scholarship loan fund as a proved a constant source of inspiration, 
United States Steel Corp., Pittsburg] memorial to the late E. L. McGrew, for and his wise insistence on sound prin- 
Walworth Co., So. Boston, Mass mer purchasing agent of the Standard ciples of organization and purchasing 
Western Cartridge Co., East Alton, III Underground Cable Co., and one of thi standards did much to place the Asso- 
Youngstown Sheet & Tube Co., Youngs outstanding leaders among purchasing ciation on a firm and lasting foundation 
town, Ohio men in the formative years of the asso for its subsequent growth and develop- 
\. B. Closs of the R. J. Patton Co., ciation. Mr. McGrew was active in the ment. It has been felt for some time 
Cincinnati, is chairman of the Inform- organization of the Pittsburgh Associa that a permanent recognition of his 
\-Show Committee, and the Exhibitors’ tion in 1915 and in bringing that group services should be established, and the 
Advisory Committee includes H. A. Bur into affiliation with the N.A.P.A. in thi present memorial accomplishes this, at 
dorf, Lunkenheimer Co.; J. R. Hopkins, same year. In 1916 he was elected to th the same time indicates in a tangible and 
Chicago Belting Co.; A. M. Rogers, presidency of the National Association, practical way the support of the Pitts- 
burg] Association for the educational 

a ia lati oon: ~ ideals sponsored by the N.A.P.A. The 
resolution, unanimously adopted, pro- 


if 
vides that: 

“The Purchasing Agents Associa 
tion of Pittsburgh establish, at one 

the Pittsburgh schools of higher 
education, a loan fund of $1,000.00, 
which is to be known as the E. L 
McGrew Memorial Loan Fund and 
which is to be available for loans to 





worthv American undergraduate stu 
lents in that school. 

‘A committee is to be empowered 

range necessary details, subject 


always to the approval of the Board 


Dire Ss 
“It is the sense of this motion, 
that the money be loaned without 
terest and without prejudice as 
ig as the student is an Americar 

1tizer 
FEBRUARY 1 

WARREN—Dinner meting of the 
Northwestern Pennsylvania Associatio) 
at Gerasimo’s. Commodity reports and 
1 table discussion on “Reciprocity.” 
SAN FRANCISCO— Luncheon meet- 
ng of the Northern California Assocta- 
at the Palace Hotel. Spe aker: 


George P. Locker of Seattle, N.A.P.A 
Vice President for District No. 1, who 


e recent Executive Co 


COME ON—BE A METALLURGIST! oe eee oe Seen 





It is easy to be a metallurgist when you talk to a Page Fence engineer. . ” armed . 
He will explain why a choice of fence metals is important to best meet your - oe ya ! roa eR i he = 
- “S ( é mm c<issociatton, a le lallory 
local atmospheric conditions. Hotel, Seesker: Geoese P. Locker of 
Only Page can offer a choice of one of 5 superior metals: heavily- Seattle, Vice President of N.A.P.A. for 
galvanized copper-bearing steel —Allegheny stainless steel—Armco ingot District oo" 1, who brought a report of 
iron— Alcoa aluminum— or iron picket. And Page provides the exclusive ny ‘cx ee, ee ne 
winged channel post for greater strength. FEBRUARY 3 


There's a metal, height, style and construction method to fill every BRIDGEPORT—Fifth annual dinner 
requirement, whether it be immunity to corrosion, maximum strength, mini- lance of the Salesmen’s & Purchasina 
mum weight or special protection. Agents’ Ass clation of America, at the 

There are 97 members of the Page Fence Association, located ae, pcg ng PP einge o i 
in 97 cities. Each is a factory-trained, long-experienced expert— cul: tnd Wan set © S 
a permanent, responsible local distributor with a reputation which Watkyns. Frank F. Kall of the Eagle 
assures the right fence, properly erected and guaranteed. Write 
to PAGE FENCE ASSOCIATION, Bridgeport, Conn., Atlanta, Chicago, 


Belt Lacer Co. was elected president for 
1940, succeeding Joseph D’Louhy. Other 
New York, Pittsburgh or San Francisco for book “Fence Facts.” 


fheers are George Cote, Vice President ; 
T. J. Russell, Treasurer; and L. R. Wat- 


yns, secretary. 





A PRODUCT OF PAGE STEEL & WIRE DIVISION—AMERICAN CHAIN & CABLE COMPANY, INC. 


See ACCO advertisement in this issue, page 31 FEBRUARY 6 


>Pn1eUcla Ar2 y Wer + ° PY. OAKLAND— Luncheo meeting f 
s z a c — St ce /: 3 the East Bay eee le a Cali- 
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50 MILLION BELT JOINTS 
CAN'T BE WRONG 


lie COL. CLIPPER a THE FAMOUS Ue PIN 





UTOGRAPH seekers never get the Colonel 
down. He’s tough and can take plenty of 
punishment. They may twist him around— 
but he has independent hooks and his Clipper- 
Laced joint is as flexible as the belt itself— 
crosswise as well as lengthwise. 
And how smoothly his joint operates with 
that LUBRIHIDE connecting pin, having 
exclusive, permanent, internal lubrication 





Wh WARNS A 




















which eliminates binding and wear as th 
joint flexes. No wonder he delivers troubl 
free belt operation! 

P.S. 50 million belt joints, laced with 
Clipper Belt Hooks in the past five years, isn’t 
a bad recommendation! Remember you get 
LUBRIHIDE Pins packed as standard in all! 
boxes of Clipper Hooks at NO ADDITIONAI 
COST! 


CLIPPER BELT LACER COMPANY, GRAND RAPIDS, MICHIGAN, U.S. A. 









- . + +-BELT LACwae 


For additional products see 





Buyer’s Directory, page 121 


Copyright 1940, Clipper Belt Lacer Cx 
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forma Association, at the Lake Merritt sistant to the President, Southern Pa Church Mig. Co. was shown. The meet- 
Hotel. Speaker: Attorney Elliott M. Ep- cific Co. “Purchasing—An Executive ing was preceded by an afternoon visit 
steen, “Price Fixing Legislation—What, Function”; Lloyd Aldrich, City Engi to the plant of the Wico Electric Co. 
Which, and Why Now 2” neer, “The Report and Recommenda 
tion of the Board of Transportation k1 SEATTLE—Dinner meeting of the 
FEBRUARY 8 gineers On a Transit Program for tli V’ashington Association, at the Wash- 
CHICAGO Dinner meeting of the Los Angeles Metropolitan Area,” illu ington Athletic Club. Speaker: E. M. 
Chicago Association, at the Hotel Sher- trated with motion pictures. Brunson, Division Purchasing Agent 
man. Speaker: Dr. Harrison E. Howe, and Trattic Manager of Standard Brands 
Editor of Industrial and Engineering SPRINGFIELD— Dinner) meeting o of Calitornia, and chairman of the dam- 
Chemistry, Washington, D. C., “Re the IVestern Massachusetts Association, age prevention committee of the Pacific 
search in the New Competition.” at the Highland Hotel. Speaker: Fred Northwest Shippers’ Advisory Board, 


Club 





os Angeles Association, at the Elks motion picture of manufacturing pr soa 
Speakers: Marion J. Wise, As cesses in the factories of t 


I 1 


‘reight Loss and Damage Prevention 


G. Space of Seymour, Conn., Nation: 


LOS ANGELES— Dinner meeting of Vice President for District No. 9 A Work Throughout the United States. G. 
the L 


ker of the Metropolitan Building 
e | Co., National Vice President for Dis- 
trict No. 1, reported on the N.A.P.A. 

xecutive Committee meeting at Chi- 

ag Jack Keardon of Barde Steel Co. 


cted a discussion on purchasing 


1 
} 


’ 


lems, assisted by Harry Miller of 
Electrical Products Consolidated, Zeke 
on ot Lowman & Hanford Co., 

Robert P. Morton of W. P. Fuller 


SAN FRANCISCO— Fighth annual 


eeting of the Northern California 
and the Golden Gate Paint, 
h & Lacquer Association, at the 
Palace Hotel. Speaker: Marshall Dill, 
resident of the 1940 Exposition and a 
lent of the paint group 
FEBRUARY 9 
DALLAS— Valentine dinner dance of 
he Dalla lssoctation, at the Dallas 
tr Club B. R. Newbery was 
1irman Of the committee on arrange 
FEBRUARY 12 
BOSTON—WN aiional Association 
\ lit linve 


iner meeting of the New Eng 
md A tation, at Schrafft’s. Speak 
ers: President Thomas D. Jolly, Vice 
President Fred G. Space, and Secretary 
George A. Renard, of the N.A.P.A 
Home P. Grittin of the Dennison Mfg 
Co., led an afternoon forum on “The 


TAPS 


LIKE 
Last 


’ I? ro 
m INOOt 


PORTLAND— Dinner meeting of the 
n A tation, at the Mallory Ho 
The program embraced the second 


/y 






S the Association’s elucational 
e, and dealt with the topic, “Buy 
More taps wear undersize than break. Therefore, the im- g Proper Quality Sam B. Gil 


portance of a sharp, full thread form, like the G.T.D. Greenfield ette, \ssistant State Purchasing Agent 
Tap shown here. Specialized heat treatments for varying working nd a member of the educational com 
conditions are another reason why G.T.D. Greenfield Taps produce so 
many holes per tap. 


vas chairman of the meeting. 


FEBRUARY 13 

And when you want quick service, remember that G.T.D. Greenfield ‘ 

maintains two factories and six complete warehouse stocks to back up 7 WAUKESHA, WIs.— Mee ting ol! 4 

their many hundred distributors. supiaictnacicia Association. During the 

ternoon there were plant visitations at 
Waukesha Motor Co., Hein-Wernet 


GREENFIELD TAP & DIE CORPORATION, GREENFIELD, MASS. ‘lotor Parts Corp., and General Mal 





e Corp. Cocktail hour at the Ava 

Detroit Plant 2102 West Fort St Warehouses in New York, Chicago, Los Angeles and ; Hotel ca 1} i nia ae" 
San Francisco In Canada: Greenfield Tap & Die Corp. of, Canada, Itd., Galt, Ont I otel, Tolowes yy the reguias dain 
meeting. Speaker: Dr. G. T. Van 
lerluet ot Carroll ( ollege, “Calling 

\merica 

NEW YORK— Dinner meeting of 
the \Jetropolitan Purchasers’ Assistants 
Club, at the Hotel Great Northern. 
TAPS + DIES - GAGES - TWIST DRILLS - REAMERS - SCREW PLATES - PIPE TOOLS Speaker: Edward N. Mayer, Jr., Presi 
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dent of the Mail Advertising Service 
Association, International, “The Ten 
Commandments of Mailing.” Sound 
motion picture in color, “Keeping in 
Touch,” shown by courtesy of Interna- 
tional Printing Ink Co. 


TULSA— Sales - Purchasing meeting 
of the Tulsa Association, one of the 
largest open meetings ever held by the 
Association. Feature of the program 
was a double-barrelled discussion in 
which representative sales executives 
spoke on the topic, “If I Were a Pur- 
chasing Agent,” and purchasing execu- 
tives spoke on “If I Were a Salesman.” 
Those taking part were: for the sales- 
men, S. R. Clinkscales of Frick-Reid 
Supply Corp.,\ Paul V. McGivern of 
3aker Oil Tools, Inc., and L. S. Allen of 
National Tank Co.; for the Purchasing 
Agents, J. H. Naron of Bell Oil & Gas 
Co., and F. W. Robertson of Skelly Oil 
Co. J. S. Hawley of Stanolind Oil & 
Gas Co., pregram chairman, analyzed 
the various talks and reviewed the high- 
lights of the discussion. W. L. James, 
National Vice President, reported on the 
reccnt meeting of the N.A.P.A. Execu- 
tive Committee at Chicago. 


CINCINNATI— Dinner meeting of 
the Cincinnati Association, at the Hotel 
Gibson. Talking motion picture, “Cop- 
per, from Mine to Consumer,” shown 
by courtesy of the Phelps Dodge Cop 
per Products Corp. 


VANCOUVER—Dinner meeting of the 
British Columbia Association, at the 
Hotel Vancouver. Speakers: Dr. F. W. 
B. Smith, “Public Speaking, How and 
Why,” and Ed = Jardine, Purchasing 
Agent of W. H. Malkin Co., “Purchas- 


ing Procedure.” 
FEBRUARY 13-16 
INDIANAPOLIS— Third Annual In- 


dustrial Exhibit sponsored by the Jn- 
dianapolits Association, at the Manufac- 
turers’ Building, State Fair Grounds. 
Four hundred exhibits were on display, 
embracing a wide range of industrial 
products and equipment, and approx- 
imately 20,000 persons attended the show 
during the four afternoons and evenings. 
The exhibit was formally opened with 
an Exhibitors’ Luncheon meeting on 
Tuesday noon at the Manufacturers’ 
3uilding. Dwight W. Ritter was chair- 
man of the committee in charge. 


FEBRUARY 14 
CAMBRIDGE, MASS.— Plant visit of 


the New England Association, at the 
New England Confectionery Co. 


KANSAS CITY— Ladies’ Night din- 
ner meeting of the Kansas City Associa- 
tion, at the Hotel President. Speaker: 
Tom Wilson of the Colorado Fuel & 
Iron Corp., world traveler and adven- 
turer. 


BUFFALO—Dinner meeting of the 
Buffalo Association, at the Lafayette 
Hotel. Dr. Martin A. Brumbaugh, Pro- 
fessor of Economics at the University 
of Buffalo, spoke on current economic 


For 


_ MAKE THAT LETTERHEAD WORK! 





“I'll teach you to 
loaf on your job”’ 


Letterheads will “loaf on the job” 
if you don’t keep them up to date. Every printer — 
every merchant and manufacturer — knows that 
letterheads should SELL as well as TELL, should 
feature merchandise or service as well as give 
name and address. Specify Adirondack Bond 
for business letter heads, office forms and en- 


velopes. It has fine appearance and gives real 


value at low cost. In white and 12 colors. g 
SSRs? o4 
we SEG UI, 


INTERNATIONAL PAPER COMPANY 


220 East 42nd St., New York, N. Y. 
BOSTON , CHICAGO ‘ CLEVELAND 


ADIRONDACK 





WRITI 
for your copy of 
‘*‘Unfinished 
Business” with 
graphic com 
parison of let 
terheads. Ad 
dress Sales 


Dept. R 











AN INTERNATIONAL PAPER VALUE 





Made by the Makers of: ADIRONDACK BOND & LEDGER - INTERNATIONAL MIMEO. 

SCRIPT - INTERNATIONAL DUPLICATOR « BEESWING MANIFOLD - TICONDEROGA 

BOOK - TICONDEROGA TEXT - INTERNATIONAL TI-OPAKE - CHAMPLAIN BOOK 
SARATOGA BOOK - SARATOGA COVER -: LEXINGTON OFFSET 
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New freedom 


New speed, less fatigue, through the 
hardest day’s work with this new 
easy-action L C SMITH typewriter. 
New typing aids, also, to save time 
and energy. For example: 

A remarkable Automatic Margin Set 
(both right and left stops controlled 
by a single lever). New Concealed 
Touch Selector »»+*New Linespace 
Mechanism. Retained, too, are the fa- 
mous Smith Floating Shift, Inter- 
changeable Platen, and other features 





SECRETARIES: Send 
coupon forthis new 
edition of “Tips to 
Typists”...a useful 
little booklet of 
time-saving ideas 
On typing. Free on 
request. 


for secretaries 


making for speed and operating econ 
omy. 

You should see this machine, 
course. Better yet, have your secre- 
tary try it...and enjoy the new free- 
dom which its continued use will 
give. Free demonstration in your 
office...phone any L C Smith branch 
office or dealer. 


L C Smith & Corona Typewriters Inc 
Desk 3, 189 Almond St., Syracuse, N.Y. 


¥ Boye base 


THE 


LC SMITH 


-- TOMORROW’S TYPEWRITER— TODAY! 


For additional products see 


Buyer's 


ot 
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conditions, predicting 
of prices and 
terminating t 


an upward trend 
business volume in March, 
1e present corrective down- 
the cyclical 


1 
} 
I 


and resuming expan 


ST. PAUL— Dinner meeting of the 
Twin City Association, at the St. Paul 
Athletic Club. Natural gas was the top 
| discussion. Spe ikers: W. L. Shoe 
maker of the Northern Natural Gas 
Co., and Leopold Tistner of the Fuel 
conomy Engineering Corp. 

FEBRUARY 15 

TROY— Dinner meeting of the East 
ern New York Association, at the Troy 
lub. Tw motion pictures were shown: 
Under the Hood and “High Speed 
lame Combustion,” with explanatory 
comment by M. O. Jefferson, petroleum 

er « the Socony Vacuum Oil 


CLEVELAND— Annual 
Night Banquet of ioe Cleveland Asso 
iation, at the Hotel Cleveland. Speak- 
er: Hon. Rush D. Holt, U. S. Senator 

West Virginia, “The 
stem,” a discussion of the 
problems in our. national 
Paul T. Skove of The Per 
ection Stove Co. was toastmaster, and 


Executive 


American 


fiscal and 


t est list included national officers, 

presidents and national directors of as 
ns in District No. 6 

TOLEDO— Dinner meeting ot the 


As t107 e Waldorf H 
tel. Technicolor motion picture, “The 
Middleton Family at the World’s Fair,” 
she by W. L. Howlett of the West 

se Elect Supply Co 
OAKLAND— Dinner meeting of the 


Association, at the 
“A Night i 


rita 


Athens \thletic ( lub. 
FEBRUARY 16 


he ~ntestagyy Wit esata meeting of 


Oregon A ciation, at the Mallory 
Hote Round table ‘aieteasied of pur 
FEBRUARY 17 

dance of the 


PORTLAND— Dinner 
[ lation, at the 
Frank Curtis of B 


I it Was airman Ol 


Heathman 
Moffitt & 


committes 


= 
1AKC, 


the 


FEBRUARY 19 


HOUSTON— N« W othicers of the 
loust Association took over their 
ties for the year at a luncheon meet- 
ing at the Ric¢ Hotel These officers 
re resident, W. R. Swartz; Vice 
) ts, Fred B. Lane and W. W. 
I Secretary, James Cox; Treas- 
, ir H. Kruger; National D1- 
’ } lr. Fendley; Alternate Nattonal 
irector, Frank C. Clemens; Local Di- 
, rs, Sa H. Ha Ivan B. Nevill, 
Spa®rkKs 
ERIE— Joint meeting of the Erte As- 
iation and the Erie Chapter, National 
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Association of Cost Accountants, at Sun- 
set Inn. Speaker: W. C. Skuce, super- 
visor of inventory control for the Gen- 
eral Electric Co., “Increased Profits 
Through Inventory Control.” 

AKRON— Dinner meeting of the 
Akron Association, at the University 
Club. Speaker: E. L. Shaner, Editor of 
Steel, “The Steel Price Structure.” 


FEBRUARY 20 


NEW YORK— Purchasing-Sales con- 
ference and dinner of the New York 
Association, at the Hotel Pennsylvania, 
an enthusiastic meeting which brought 
out a record attendance of 830 sales 
managers and purchasing agents for mu- 


tual consideration of their common 
problems. 

The afternoon session was featured 
by a dramatization portraying four 


typical problems—the reception room, 
the contract form, the interview, and 
the specification—under the title “The 
P.A. and the Salesman,” with scenario 
by Stuart F. Heinritz, Editor of Pur- 
CHASING, and script by A. C. Busse of 
New York University. John K. Con- 
ant of General Printing Ink Corp., pre- 
sided at this session and led the discus- 
sion following the drama. Coaching and 
production was by A. C. Busse, Ormond 
Drake, and Ralph Zink of New York 
University. George F. Plate of the 
Equitable Building Co. was in charge of 
stage and properties. Stuart F. Hein- 
ritz of PurcHASING and Richard Borden 
of the Borden Co. were commentators 
between the acts, and Mr. Borden con- 
ducted an “Autopsy of Lost Sales.” The 
program: 


Prologue 
NI Ss mcmiaie eae Oa Me Lees wee A. C. Busse 
THe Lest Mets 6365 csiscccwes -Ralph Zink 
Act | 

“The Graveyard of Good Will”’ 

Mr. Fanswer, Purchasing Agent........ 
......Norman Aeby (Purchasing) 

Johns-Manville Co. 
Miss Prim, Receptionist... oceccccsvcdss 


felen Horowitz (Purchasing) 
Cutler-Hammer Mfg. Co. 
Salesmen 


Mr. Ralph......Richard M. Goddard (Sales) 
American Cyanamid Co. 

ae. rere »--Jim Jack (Sales) 

Metal Office Furniture Co. 

Mr. Thayer ..... Thomas J. Kehane (Sales) 

Worthington Pump & Machinery Co. 

Mr. Ormond ......G. T. Underhill (Sales) 

Chase Brass & Copper Co. 

Ms. Clayton: soc cscs L. J. Gilmartin (Sales) 
A. . ick Co. 

Mr. Howard Donald Noakes (Sales) 


Revere Copper & Brass Co. 
Mr. Hoople, Purchasing Agent who comes 


i er eee C. H. Slater (Sales) 
J. T. Baker Chemical Co. 
PRCESONGE? 2 .e ck ccers W. T. Hall (N.A.P.A.) 
Act Il 
‘“‘Who’s Gonna Hold the Bag?”’ 
Mr. Peel, Purchasing Agent.......... 
aheearee ee eee James Ewing (Purchasing) 
Calco Chemical Co. 
Mie; Ford, Saleawiiiiicciccinccnivnicn cxcws 
ns anigtetetcate Frederic Thomas (Purchasing) 
Worthington Pump & Machinery Co. 
Mr. Mullen, Sales Manager............ 
dmcemeee ganas Odin Hansen (Sales) 
Standard Oil Co. of New Jersey 
OPice BOy osc csscies W. T. Hall (N.A.P.A.) 
Act Ill 
“Horse and Buggy Purchasing” 
Mr. Rancid, Purchasing Agent......... 


Why most plant owners 
choose Cyclone Fence 








NAOST buyers usually look beyond 
cost and new appearance when ord 


equipment as important as fence 


( 


scores because it has proven its ability 


years 


and 


years 


of 


trustworthy 


with practically no upkeep cost 


protect 


Cyclone Gates are good examples of Cy: 
quality. They swing on sturdy ball and so 
hinges. The gate frames are so sturdily 


structed that warping and sag; 


minated. 


y 
aa 


Watch a Cyclone erection crew 
tice that these trained men set every post 


ing ire 


You 


t 


concrete base so designed that frost 
budge it. They put expansion joints it 
horizontal rails. They stretch the fabric 
and provide extra bracing to corners 
the pull is severe. They know their job 


Fence isn’t something you buy every 
So get all the facts before you decide. Just 
a line to Cyclone. We'll send you a book 
lot of 


contains 


a 


valuable 
fence. And on a word from you we 


informati 


V1 


an engineer who will help you choose t} 
fence for your plant. No obligation, of « 


CYCLONE 
General Offices: Waukegan, III. 


Branches in Principal Cities 


FENCE 


COMPANY 


Standard Fence Company, Oakland, Calif 
Pacific Coast Division 








United States Steel Export Company, New Y 
| CycLone Fence Co., Derr. B-30 Popes 
Waukegan, III. FREE! tae 
| Please mail me, without obligation, copy of ° _ ee 
“Your Fence How to Choose It--How to Use 3?-Page Book By ara ie 
| It.’’ I am interested in fencing: [] Industrial se ; ae 
Property; Playground; Residence; [ is Yonre 
tate; School. Approximately. .......... feet. on I cme we 
Name.... All the facts you want to know about fence 
| ita kinds illustrated. This book will help you ch 
dress the right fence for your property —busin 
| Gite ik. ye school or home. Whether you need just 
feet of fence or miles of it, see what Cyclone 


_k wa 


s») CYCLONE FENCE 





to offer. Mail the coupon, today. 


For additional products see Buyer’s Directory, page 121 


ee 














Q? 


Mr. Hatch, Salesman .A. R. Peet (Purchasing) 
Lathrop Paper Co. 
Messenger ...........W. T. Hall (N.A.P.A.) 
Act IV 


*‘Whose Baby Is It?’’ 


Mr. Slocum, Purchasing Agent........ 
Puhaie .W. E. Cummin (Purchasing) 
White Laboratories, Inc. 
Mr. Mowry, Salesman...F. A. Conaty (Sales) 
A. B. Dick Co. 
Messenger .... ooo W. T. Hall (N.A.P.A.) 


Following the discussion period and a 
cocktail hour, the banquet was served in 
the main ballroom. Harold K. Lakowe 
of the Dairymen’s League Cooperative 
Assn., President of the New York <As- 
sociation, presided, introducing as speak- 
ers: George A. Renard, Executive Sec- 
retary of N.A.P.A., and W J. Cameron 
of the Ford Motor Co., Detroit 


MACWHYTE BRAIDED WIRE ROPE SLINGS 


spirally interwoven to form a reund sling body. 
the contour of the load, 
assuring a full gripping con- 
tact when the lifting power 
is applied, thus preventing 
slippage. These features 
make the sling easy to han- 
dle and safe to use 

Send your sling inquiries 


to MACWHYTE! 


How To Get Your Copy: 
Simply ask for Handbook 
S-6 on your company’s let- 
terhead and give your title. 





are known to industry as THE Safety Sling. They are 
made from endless right lay and left lay ropes which are 


The extreme flexibility of the sling permits it to hug 





MACWHYTE COMPANY, 2918 Fourteenth Ave., Kenosha, Wis. * Manufacturers of 
Wire Rope and Braided Wire Rope Slings. Distributors throughout the U.S. A. New York 


Pittsburgh . . . Chicago 


















































PURCHASING 


The committee in charge of the after 


PITTSBURGH— Second annual “As 


noon meeting consisted of John Kk. Cor sistants Night” dinner meeting of the 
ant, Chairman, R. P. Lamborn of Ker Pittsburgh Association, at the William 
necott Copper Co., Carleton Reynell ot Penn Hotel Commodity discussion 
Worthington Pump & Machinery Corp., Chemicals, by E. J. Geinzer of Ameri- 
and T. M. Johnson of New York Uni an Cyanamid & Chemical Corp.; Coal, 
versity. The dinner committee included by J. H. James of P.& L. E.R. R.; Cop 


G. W. H. Ahl of Columbia Ribbon & per, by Allan A. Garland of 
Carbon Mfg. Co., Chairman, R. H. A1 
derson of Wallace & Tiernan Co., | 

Hutter of Charles A. Schieren Co., D 


American 
Radiator & Standard Sanitary Co.; Cor 
Paper and 


rugated Boxes, by J E 


O’Brien Oo! . J Kress Box Co : Fab 


M. Meeker of Celluloid Corp., Waltor rics, by F. V. Hanaway of Talon, Inc.; 
Klages of Richfield Oil Corp., A. N Ferro-Alloying Materials, by Louis M. 
Skeels of Weldon Roberts Rubber Co Potter of Vanadium Alloys Steel Co.; 
and J. W. Payne of Consolidated Lith Fuel Oil, by I. E. Walton of Heppenstall 
graph Co. The program committee in Co.; Glass, by J. A. Bechtel of Pitts 
cluded J. Raymond Boyle of the Pru rgh Plate Glass Co.; Lead, by Frank 
dential Insurance Co. of America, |] H. Glaser, Jr., of Hubbard & Co.: Rub 
K. Conant and W. E. Cummin. ber, by P. S. Kerschner of Lee Tire & 


p.; Steel, by A . Bodenham 
Fort Pitt Bridge Works; Tin and 


Zi 5 by J \W Miller ot Jones \ 
Lauehli Steel Corp 
OAKLAND— Luncheon meeting of 
e East Bay Group, Northern Cali 
rnia Assoctation, at the Lake Merritt 
Hotel. Illustrated lecture by Ansel Ff 
Hall, President of the American Ex- 
plot Societ “Mesa Verde, Hom« 
he Prehistoric Cliff Dwellers.” 


IRONTON, OHIO— Dinne: 


meeting 


f the Tri-State Association, at the Ho 
| Marting Speaker Cecil E Bales, 
Strategic Mineral Supphes.” Display o 
. eral 


] r tation, at the Kentucl 

Hotel Speaker Thomas I). Jolley o 

t \ mn Co: o America, Pitts 
lent of the N.A.P.A 


FEBRUARY 21 
DETROIT— “Executive Night” di 


Webster Hall. Speaker: Charles k 


BALTIMORE— Twentieth annual La 


56-PAGE 
COMPREHENSIVE ee Crete: aall 5. 
HANDBOOK iation, at the Lord Baltimore Hotel 


ttec \. H. Schultz, Chai 


ON SLINGS man, F. H, Carter, J. H. Gaston, 


FEBRUARY 22-24 


..- PREPARED FOR SANTA BARBARA— JT went third 
\nnual \ onvention of the ( alifornia 


PURCHASING AGENTS, SAFETY MEN, tate, County and Municipal Purchasing 
he Hotel Sam 

Young, Pur 
Santa Barbara 


1g t ssoctatton, at t 

SUPERINTENDENTS, ENGINEERS... ikea’ Desi WW 7 
ng \gent for 
County, presided. Featured speakers in 
clu ( A. Kelley Riverside, past 
resident of N.A.P.A., and Fred Mis 
ley, California State Purchasing Agent, 
ho reported on the Governmental 
(;roup sessions at the N.A.P.A. conven 
tior Round table discussions, witl 
pecial attention to the topic, “Ex 
ge of Information and Coope rative 
ng Public Buyers Using 
Ft. Worth . . Son Francisce Tax Monies.” led bv A. A. Horton, 


Portland . . . Seattle . 





l 
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County of Santa Cruz; A. J. Holm, 
City of Los Angeles; Grant Goodale, 
State of California; Walter Y. Trethe- 
way, County of San Joaquin; and Eu- 
gene Fenelon, County of Orange. 

The convention committee included 
koy Anderson of California Corrugated 
Culvert Co.; John L. Stewart of Santa 
Barbara County; J. Clem Ady of Zel- 
lerbach Paper Co.; I. B. Cornett 
Monterey County, and B. L. Snyder of 
Ventura County. 


of 


FEBRUARY 23 
PORTLAND—Luncheon meeting of 


the Oregon Association, at the Mallory 
Hotel. Motion picture, “Making and 
Shaping of Steel,” shown through cour- 
tesy of the Columbia Steel Co. 


FEBRUARY 26 


BETHLEHEM— “National Night” din- 
ner meeting of the Lehigh Valley Asso- 
ciation, at the Hotel Bethlehem. Speak- 
ers: Thomas D. Jolly of Pittsburgh and 
Robert Porter of Philadelphia, President 
and Vice President of the N.A.P.A. The 
meeting in charge of three past 
presidents of the Lehigh Valley group: 
G. L. Baumgartner of Allentown, H. R. 
Chidsey of Easton, and G. M. Overfield 
Bethlehem. 


Was 


ot 


FEBRUARY 27 
SYRACUSE— Dinner meeting the 


Syracuse & Central New York Assocta- 
tion, at the Onondaga Hotel. Speaker: 
Dr. James Shelby Thomas, President of 
Clarkson of Technology and 
President of the Chrysler Institute of 
Engineering. 


of 


College 


TULSA— Dinner meeting of the 
Tulsa Association. Speaker: R. D. Ro- 
bey, Jr., of the Robey Drilling Co., 


“Trends in Rotary Drilling.’ 


OAKLAND— Luncheon meeting of the 
East Bay Group, Northern California 
Association, at the Lake Merritt Hotel. 
Speaker: Hubert C. Armstrong, Consul- 
tant in Individual Guidance, Oakland 
Public Schools, “Stories of Human Be- 
havior.” 


SAN FRANCISCO— Annual Ladies’ 
Night dinner of the Northern California 
Association, at the Western Women’s 
Club. Colored motion picture, “A Trav- 
ez de Guatemala,” shown by Rodman C. 
Pell, depicting the highlights of a recent 
trip through that interesting and color- 
ful country. 


WATERBURY— Dinner meeting of 
the Connecticut Association, at the Hotel 
Elton. Speaker: Dr. Friedrich Baer- 
wald, Professor of Economics, Fordham 
University, “Economic Conditions 
Foreign Affairs.” The meeting was pre- 
ceded by an afternoon visit at the White 
Supply Co., as guests of J. P. Whotman, 
a former president of the Association. 
Members from the Hartford district 
have inaugurated a series of monthly 
luncheon meetings, supplementing the 
regular meeting schedule of the Asso- 
ciation 


of 


For 








COOL 
As A Green Oasis 


In A Desert of BURTING SAND 


NEW AP 
INSULATED GRINDING DISC 





YOU’VE WATCHED ordinary grinding discs 
soften and fill and glaze in the blistering, burning 
heat of hard work ... you know that, more than 
anything else, friction-generated HEAT wastes the 
money you spend for discs. 

THAT?’S WHY you’ll welcome this new AP Disc — 
**Silver-Streak” Insulated — for its built-in heat insu- 
lation. When friction shoots the temperature up to 
1200 — 1500 — 1700 degrees — roasting heat at which 
ordinary discs would be “all through,” ‘Silver- 
Streak” Insulated still spins cool, crisp and clean, 
tearing into the work! 

TAKE A SPECIAL Aluminum Oxide grit, capable 
of at least 25% more work. Bind it with an exclu- 
sive compound that high temperature won’t faze — 
and you’ve got “Silver-Streak.” In one test, it com- 
pleted 72 units of work on a job where old type 
discs quit at 17 units! Ask your distributor for 
AP “Silver-Streak” Insulated — and watch your disc 
sanding costs drop! Generous trial sample on 
request. Abrasive Products, Inc., 523 Pearl Street, 
South Braintree, Massachusetts. 


ABRASIVE 


SOUTH BRAINTREE 
JEWELOX e JEWEL EMERY ¢ JEWEL GARNET 


MASSACHUSETTS 
JEWELITE e¢ JEWEL FLINT e 














E, 


PRODUCTS 


NEW PROCESS 
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INDIANAPOLIS—Luncheon meeting 
of the Indianapolis Association, at the 
Athenaeum. Motion picture, “A Short 
Course in Paper Making,” 
by step the entire process ot 
ufacture timber. 


showing step 
paper man 


from 


ST. LOUIS— Dinner 
St. Louis Association, at the 
Hotel. Fred Venderschmidt, 
correspondent for the Associated 
chief of the AP bureau 
spoke “This War 


Real.” 


the 
York 


foreign 


meeting of 


Press, 
at Amsterdam, 
Incredible 


on, but 


the 
Put- 
Trompbour 


WORCESTER— inner meeting of 
Vorcester County Association, at 
nam & Thurston’s. H. F. 


of the Chase Brass & ( opper Co 
and 
trusion 


spoke 


showed motion pictures of the ex 


process. 
FEBRUARY 28 
ROCHESTER— Dinner meeting of tl 


Rochester Association, at the Rochester 


Club. Speaker: Fred J. Heaslip, Pur 
chasing Agent of Fairbanks, Morse & 
Co., Chicago, and chairman of tl 


N.A.P.A. 


“Business 


Business Survey Committee 


Conditions.” 


Obituary 
Harold P. Rosenberg, 49, for the past 


twenty Agent of the 
died Janua 


vears Purchasing 


American Steel Foundrie S, 





{© 


BOWL 
and other 
SPORT 

TROPHIES 


For 28 years we have spe- 





cialized in supplying tro- 
phies for all types of events. 
Our new colorful 1940 Spe- 
cial Bowling and Trophy 
Catalogs are now available. 
Profusely and handsomely 
illustrated, they include tro- 
phy cups, plaques, shields 
and medals for every con- 
ceivable occasion. Write for 


your copy today. 


ESTABLISHED 
IMPORTERS + MANUFACTU 


545 FIFTH 


1LSO PHILADELPHIA + 


SERLGAREGRRUGRRGRREGRREGRREGRSAASSASSIAAASAASIAdSIdSIIddSIdSIOdSS 


L&C. MAYERS C0. 


AVENUE, NEW YORK 
>; NEW YORK 
BUFFALO + 


170 BROADWAY 


TA EOE CECE CLOLUL LCL E EOE UEC ied 


CATALOG 
just off the press 


Write for it 


today on your 
letterhead 





28 YEARS 
RERS+ DISTRIBUTORS 


1LBANY + HARTFORD 


TULALRLRRARRRRRRRARARARARORPAPRARAAAOASAOADASASA RASA SA SA SSOLILEA8: 


anngengonneraeegeoocgaengengengeeaeteg? 
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PURCHASING 
30th at the City Hospital, Alliance, 
Ohio, of complications following acute 
appendicitis. He was active in civic 
and fraternal affairs, a member of the 

ity Council, District Deputy Grand 
the Elks, director of 
he Kiwanis Club, and the 


Exalted Ruler of 


member of 


Harry G. Johnson, 70, formerly 1917- 


1925) City Purchasing Agent at Lynn, 


bruary Ist at Mount Dora, 


] ¢ 
Kla., atter a lengthy illness 


\iass., dic | | 


Wallace E. Higgins, Purchasing Agent 


the West Penn Power Co., Pitts- 
urgh, died of a heart attack at his 
1 Mt. Lebanon, Pa., February 2nd. 


William L. H. Snyder, 39, Purchasing 
\gent and plant superintendent for 
oseph T. Ryerson & Son, Je rsey City 
N. J., died at that 


I ruary Otl long 


his home in city, 


following a illness 


Snyder had been with the company 
22 years, and was an active member 
New York Association. 

Harold M. Burnside, 63, since 1912 
Pur ising \gent of the Sacramento, 
Cal., branch of the Crane Co., died 

bruary 13th at his home in that city. 

4 V6 sports and musical 
rved as the first secretary of 
Ss to Golf Club and for two 


he McNeill Club 


Purchasing 


Thomas R. Harber, 52, 
\ _ , +} ower & 


) 
€ Kansas ( ity 
} 


t for the past 24 years, died at 
Hospital, Kansas City, 
ur 16th, following an illness of 


eral months. Mr. Harber was widel 

vn and ré¢ pe ‘ted among purchasing 

H vas active in the work of the 

Publi Utility Group of N.A.P.A., 
president of the Kansas City 
ation in 1928, and was N.A.P.A 


Vice President for District No. 3 ir 
1932 1933. Keenly civic minded, he 
had for many years taken a prominent 
part in the Allied Charities campaigns, 

ng as chairman of the men’s divi- 


n in 1934; served as president of the 


City Optimist Club, member of 


central anagement committee of 
board member of the 


Y.M.C.A.., 
e Hills Club, and in the councils of 


Kansas City Association for the 


William J. Bellinger, 58, Works Pur- 
Agent for the Union Carbide 
o. at Ni Falls, N. Y., died at 
Mary’s Hospital, February 
an illness of several months. 


asing 


agara 


Howard W. Lewis, 47, Assistant Divi- 
ion Purchasing Agent in the Chemical 
Division, E. I. du Pont de Nemours & 
Co., Wilmington, Del., died at the 
Homoeopathic Hospital in that city, 
February 29th. Mr. Lewis was a grad- 
uate of Washington College, and had 
been with the company nineteen years, 
including fourteen years in purchasing. 
He was formerly a member of the 
Philadelphia Association, but recently 
resigned because of ill health. 
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Facteries in Principal Cities 





Be tter See H«D 


: . .. AUTHORITY ON PACKAGING 


HINDE & DAUCH @ Executive Offices, 4023 Decatur St., Sandusky, Ohio 


Canadian Address, Toronto, Ont. 


For additional products see Buyer's Directory, 





LOOKING 


for 100,000 salesmen? 


Here they are—Your shipping 
boxes become counter displays 
at point of purchase**°ee-» 


Now you can hire salesmen, top notch pro- 
ducers, to sell your product in every retail 
store. These salesmen, “H & D DUPLEX 
BOXES,” are counter displays that attract 
attention, deliver your selling message, and 
best of all, sell merchandise. They won’t cost 
much either, because “DUPLEX” is first of 
all a shipping box. They open quickly and 
easily into sales making counter displays. Ask 
an H & D representative how this sales force 


can go to work for you. 
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W. T. Kelly, Jr., 


general purchasing agent for the Amer- 


has been appointed R. F. Spencer has been appointed 
purchasing agent for the Willamett: 
ican Brake Shoe & Foundry Co., New Iron & Steel Works, Portland, 
York, succeeding C. H. McGrath, who 
becomes assistant to the president of the 
company. Mr. Kelly has been assistant 
general purchasing agent for some time 
and is an active member of the 
York Association. 


Oregon 


Luke R. Niep, purchasing agent for 
the Great Lakes Supply Corp., Chicago, 
since 1921, has been elected a vice presi 
dent of that company, in 
sales. 


past, charge ol 


t 


New 














| one angle you watch as care- 
fully as the amount you spend—and 
that’s the value you buy! Figured over 
the year, you'll find that Champion 
Coal gives you more heat—lower-cost 
steam—cheaper power. Why? Because 
it’s scientifically cleaned, sized and pre- 
pared to do your job better ... to give 
you maximum results per pound of coal, 
and higher overall efficiency. © Order 
Champion—and take a bow when the 
plant engineer thanks you! 












PITTSBURGH COAL COMPANY 


General Offices: Oliver Building., PITTSBURGH, PA. 


~ Cleveland, Ohio Sault Ste. Marie, Mich. Buffalo, N. Y. 
; New York City Philadelphia, Pa. Youngstown, Ohio 
PITTSBURGH COAL CO., LTD., London, Ont.; Hamilton, Ont.; Toronto, Ont.;. Windsor, Ont. 
PITTSBURGH COAL COMPANY of Wisconsin, Duluth, Superior, Minneapolis, St. Paul 
MILWAUKEE-WESTERN FUEL COMPANY, Milwaukee, Wisconsin 


Utica, N. Y 











PURCHASING 





C. G. WILLIAMS 


Charles G. Williams, 
resident in charge of purchasing and 
nanutacturing operations for the fifteen 


formerly vice 


plants of the American Chain & Cable 
Co., In assumed his new duties as 
general manager of the John A. Roeb- 
ling’s Sons Co., Trenton, N. J., on 


March Ist. Mr. Williams is a graduate 
f the Sheffield Scientific School, Yale 
University, Class of 1908. 


musiness Career as 


He began his 
a member of the en- 
department of the Terry 
Steam Turbine Co., Hartford, Conn. In 
1913, he became purchasing 
the American Chain & Cable 
Co. plant at Oneida, N. Y. Shortly after 
the acquisition of the Standard Chain 
Co. in 1916, he was appointed general 
purchasing agent for all plants of the 
company. 


eral 


gineering 


January 


agent of 


In 1928 he was named gen 
production manager; in 1930 he be 
ame a director; and in 1936 he was ap 
pointed vice president in charge of pur- 
hasing and manufacturing operations. 


asing 

W. L. James, purchasing agent for 
the Stanolind Oil & Gas Co., Tulsa, and 
urrently serving as vice president of 
N.A.P.A. for District No. 2, has been 
reappointed chairman of the important 
Oil Industry Committee of the Tulsa 
Chamber of Commerce. 
Victor Marchi has been appointed 
purchasing agent for the Portland, Ore- 
plant of the General Paint Corp., 
succeeding Wayne Cupper. Mr. Marchi 
has been with the company seven years, 
and is experienced in the purchasing de- 
partment. 


Edward S. Cobb, purchasing agent for 
Sidney Blumenthal & Co., addressed a 
luncheon meeting of the Shelton, Conn., 
Kiwanis Club, February 6th. 


E. Van Vechten, purchasing agent 

f United Air Lines, Chicago, presided 
at a conference of purchasing agents 
and manufacturers in the aviation indus- 
try, held last month at Kansas City, 
leading a discussion on problems of se- 
curing spare parts and other equipment. 


For additional products see Buyer's Directory, page 121 
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C. A. KELLEY 


Carleton A. Kelley has retired as pur- 
chasing agent for the Nevada-California 
Electric Corp., Riverside, Cal., after 27 
years of service in that position. A na- 
tive of Iowa, Mr. Kelley graduated from 
Amherst College, Mass., where he was 
a classmate of the late Calvin Coolidge 
and Dwight W. Morrow. He studied at 
Kent Law School, Chicago, started prac- 
tice as an attorney in Denver, and saw 
active service as Adjutant General of the 
Colorado National Guard, before com- 
ing to California in 1913. A past presi- 
dent of the Los Angeles Association, he 
was elected vice president of the Na- 
tional Association of Purchasing Agents 
in 1935 and became president the follow- 
ing year. Virgil E. Jones succeeds Mr. 
Kelley as purchasing agent at Riverside. 
He joined the company in 1927, and has 
been in the purchasing department since 
1931, the past two years as assistant pur- 
chasing agent. 


C. S. Mitchell of the engineering de- 
partment, Cities Service Gas Co., Bar- 
tlesville, Okla., has been transferred to 
the purchasing department of the Cities 
Service Oil Co., succeeding R. E. War- 
nick, who becomes purchasing agent of 
the Cities Service Gas Co. 

Jack Green has been named purchas- 
ing agent of the American Radiator & 


Standard Sanitary Corp. at Akron, 
Ohio, succeeding F. M. Moore. 
H. E. Cooley has been appointed 


purchasing agent of the Tubular Divi- 
sion, National Supply Co., Pittsburgh, 
succeeding J. A. Herman. 

Harold L. Holmes has been appointed 
purchasing agent of the Lennox Fur- 
nace Co., Inc., Syracuse, N. Y., succeed- 
ing W. J. Olsen. 

V. H. McKimmey has resigned as 
purchasing agent of the Lucey Products 
Corp., Tulsa, to join the sales depart- 
ment of the National Supply Co. at Fort 
Worth, Texas. 


For 


A. L. Hallstrom, Atlantic district 
manager of the Graybar Electric Co., 
last month celebrated the completion of 
45 years of continuous service with that 
organization and its predecessors. Dur- 
ing the early years, he was closely iden- 
tified with purchasing work, being sent 
to Kansas City in 1903 to supervise pur- 
chases for the branch house then opened 
in that city, and the following year un- 
dertook a similar assignment in Phila- 
delphia. In years his work has 
been in sales and general administration. 
He is a charter member of the Penn- 
sylvania Electric Association and of the 
Electrical Philadelphia, 
and is currently serving as president of 
the latter organization 


recent 


Association of 





RIGHT IN THE GROOVE! 





Leigh S. Jones, for many year 
chasing agent of the Columl 
Co., San Francisco, and put 
agent for the 1939 N.A.P.A. cony 
has engaged in business on his 
count as sales representative for 
Eastern manufacturers serving th 
dry and heavy engineering indust 


William J}. Ruddy has been ap; 
city purchasing agent at New | 


Conn., succeeding the late Thomas 


Joseph Midgley, purchasing ag 
the Hiram Walker & Sons Distil 
Peoria, Ill., was the 
Peona Star’s column, “Among 
Industry,” in the issue of Februar 


subject 


Here’s Why We Switched 


to ATKINS 


Let ATKINS METAL CUTTING SYSTEM 


@ Every metal sawing 
operation in your plant repre- 
sents an opportunity to cut pro- 
duction costs. For convincing 
proof, simply put one or more 
Atkins Metal Cutting Saws on 
trial. You'll be “sold” not by 
what we say but by their dem- 
onstrated ability to cut metal 


fast and straight—to make more 


| : 
cuts per blade! i 
ATK 


Once you standardize on Atkins, 


shop records will demonstrate 


, 500- 
aS GD AZ Set 
SAWS: ~ 





Ce ee nae ‘ 

INS HAND HACK SAWS 
Fast-cutting, edge-noiding saws 
in two types: ‘Flexible Back Hard 


Edge” and “All 


Lower Costs and Increase Profit 


y ATKINS SUPER-POWER BLADE 
= These new blades pe 

E tion of modern product 

sow machines at highe 





speeds and feeds 
design, new patented 
of Genuine Silve 


SNSINSINONIN LE 





ATKINS CIRCULAR METAL 
Atkins Solid Tooth Meta 
Saws with’’ clearance g 


Hard Spring 








steady production savings. 





Temper.” Complete range of 
widths, gauges, tooth spacings, 
tempers. 


Full Details on Atkins Metal Cutting System on Request 


run cool and cut accu 
at high speed 


ATKINS “= SAWS 





““EOR EVERY CUTTING JOB ATKINS HAS THE EDGE 


E. C. ATKINS AND COMPANY, 446 S. Illinois St., Indianapolis, Indiana 
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THE RIGHT BLADE 
FOR EVERY JOB 


Starrett Catalog No. 26-P lists no less 
than 121 different types and sizes of 
hacksaw blades. There are blades for 
hand frames and power hacksaw ma- 
chines; there are S-M Molybdenum, High 
Speed Steel and Tungsten Alloy blades; 
there are all-hard, semi-flexible and flex- 
ible blades; there are blades with any 
number of teeth to the inch from four 
to thirty-two . In short, there is a 
Starrett blade for every preference or 
purpose—designed to cut metal as fast 
and as easily and as economically as it 
can be cut. 


STARRETT 
HACKSAWS 


THE L. S. STARRETT CO 
World’s Greatest Toolmakers 


Manufacturers of Hacksaws 
Unexcelled 


Steel Tapes—Standard for Accuracy 


Dial Indicators for Every 
Requirement 


Athol, Mass., U. S. A. 











CINCINNATI PURCHASING 
REPORT 
the Depart 


HE annual report of 
ment of Purchasing, City of Cin 


cinnati, shows a marked increase in ac- 
tivity and volume of work, largely due 
to the absorption of purchasing for Wel- 
fare Relief and the Glenville-Hillcrest 
Schools, besides increased activity in 
W.P.A. and P.W.A. 9281 
requisitions were received (an increase 
of 443 over 1938) ; 357 formal contracts 
placed on Board of Control recommen 
dations (an increase of 115); 411 for 
mal contracts awarded (an increase of 
15); 247 informal agreements (an in 
crease of 22); and 17,368 purchase or 


pré jects. 


ders issued (an increase of 906). 

Total expenditures amounted to more 
than four million dollars, the principal 
classifications being: Contractual Sery 
ices, competitive; Contractual 
Coal and Coke: Pay 
ing, Road and Building Materials; Food 
Products; Automotive Equipment, Parts 
Iron and Steel, Cast 


Services, 


non-competitive ; 


and Accessories; 
ings and Forgings; Construction, Engi 
neering, Road Building and Plant Sup 
plies and Equipment; Lubricants, Oils 
and Gasoline; Drugs and Chem 

Items disposed of through the Pur 
chasing Department included scr 
steel cable, empt 
containers, cows, horses, milk, garbage, 


icals 


pipe, lead covered 


office equipment, hose, etc. Several pat 
cels of condemned city-owned propert) 
were also sold. Cash discounts amount 
ing to $28,595.54 were earned by prompt 
passing and payment of invoices. 
Outstanding savings of the year were 
reported in coal, where a saving of ap 
proximately $25,000 was realized through 
combining Welfare require 
ments, heretofore bought in small lots on 
the dole regular city re 
quirements; and in gasoline, where an 


Division 


system, with 


exceptionally favorable contract saved 
approximately $11,500. 

The stores division, financed by a re 
volving fund independent of the 
annual appropriation, and operated wit! 
one employee at a total cost of $2,207.14, 
filled 2,842 requisitions, amounting to 
interdepartmental billings of $39,335.25, 
and showed an inventory of $16,291.31 
at the close of the year. 

The reproduction division, centraliz 
ing mimeograph, blue print, 
graphic, photostatic, and multilith work 
for city departments on a cost-plus basis, 
showed a surplus of $2,280, besides pay 
ing for additional equipment and exten 


sive remodeling for more efficient oper 


trust 


photo 


ation. 

The policy was continued of holding 
weekly meetings of the voluntary Co 
ordinating Committee of Purchasing 
\gents of Hamilton County, including 
the purchasing officers of the City of 
Cincinnati, the Board of Education, the 
Public Library, the County of Hamilton, 
and the University of Cincinnati, com 
bining requirements of these various 
units wherever feasible, as in the case 
of coal, mimeograph paper, 
blue print paper, batteries, incandescent 
lamps, kerosene, and alcohol. 


gasoline, 
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STAPLING 
MACHINES 


Low Cost GUARANTEED: 
STAPLING, PERFORMANCE 


OFFICE * STORE * FACTORY 


@ ACE STANDARD e 
STAPLES OR PINS. GUARANTEED FOR A LIFETIME OF 
a... SERVICE. USES STANDARD 
he Sa STAPLES, LOADING CAPAC. 
ITY 210 








WILL FASTEN THE 

EQUAL OF 40 SHEETS 

OF PAPER. SUGGESTED FOR 

ALL AVERAGE STAPLING 
NEEDS 





STAPLES OR PINS. USES STAND 
PARD STAPLES 210 CAPACITY 


~ 


GUARANTEED 
TO GIVE 10 YEARS 
OF STAPLING SATISFACTION 





STAPLES OR PINS USES STAND 
ARD STAPLES. 105 CAPACITY 


A STURDY SMALL SIZE MA 
CHINE, CARRYING 5S YEAR 
GUARANTEE 


STAPLES. PINS & TACKS 
LOADS 210 UNDULATED 
STAPLES 


IDEAL FOR DRAFTING ROOMS. FOR 
HOME, SCHOOL AND SMALL 
OFFICE USE 











*GUARANTEED « ACE STAPLERS 


ARE GUARANTEED NOT TO CLOG NOR JAM. ALL 
STEEL CONSTRUCTION; WEARING PARTS EXTRA 
HARDENED FOR LONG SERVICE. GUARANTEED BY 
THE MANUFACTURER AND BACKED BY YOUR 


DEALER. 
(OF del-S ae eaeyer! 


YOUR STATIONER 





0:00) ae: > 
ACE FASTENER CORP.. 3415 W. ASHLAND AVE. - CHICAGO 


* Price East of Rockies 
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The total expenditure for administra- 
tion and operation of the department, ex- 
clusive of capital equipment purchases, 
stores operation, and disregarding the 
surplus from the reproduction division, 
was $26,593.90, or 0.66% of purchase 
volume. H. F. Wagner is City Purchas- 
ing Agent, reporting to City Manager 
C. O. Sherrill. 
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WPA PURCHASES 
TOTAL $1,118,764,000 


N enormous volume of business for 

private manufacturers, producers, 
and processors has resulted from orders 
for materials, supplies and equipment 
used on projects of the Work Projects 
Administration during the past four and 
one-quarter years. These purchases to- 
taled $1,118,764,000 from the time of the 
beginning of the PWA program in July, 
1935, through September, 1939, according 
to figures just made public by the Work 
Projects Administration, which added 
that the material orders went to private 
firms in every section of the country. 

Funds spent for WPA supplies have 
stimulated private pay-rolls, industrial 
production, and the earnings of manage- 
ment, with benefits for both owners and 
stockholders—factors often overlooked 
in the attention paid to direct project 
employment and the projects themselves. 
The Bureau of Labor Statistics of the 
U. S. Department of Labor estimates 
that private industrialists were enabled 
to provide 2,565,000 man-months of labor 
for the final fabrication of materials 
used by the WPA. This does not take 
into account the labor used prior to the 
final fabrication, nor the thousands of 
man-months required in the transporta- 
tion industry to haul the products from 
mills, mines, quarries and factories to 
the project sites in almost all of the na 
tion’s 3,070 counties. 

Figures on the purchases of goods and 
materials do not include the $691,827,000 
spent by local sponsors and the govern- 
ment for rentals of motor vehicles, teams 
and wagons, paving, road building and 
other construction equipment, — office 
equipment and other supplies. 

In actual purchases, the category of 
stone, clay and glass products led the 
list of all materials bought by the WPA 
and created the greatest amount of em- 
ployment in their production. More 
than $391,276,000 was spent for these ma- 
terials, the fabrication of which, accord- 
ing to the Bureau of Labor Statistics, 
required 863,000 man-months of labor. 
\mong the stone, clay and glass product 
purchases were such materials as sand 
and gravel, which for the most part were 
bought locally, bringing benefits to busi- 
ness men and workers near the project 
sites. 

Purchases of iron and steel products, 
as contrasted to sand and gravel, in- 
creased employment in the great steel- 
producing centers, but the raw materials 
that went into their manufacture—ores, 
coal, coke and the like—had a stimulat- 
ing effect in other sections. Total pur- 
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USED FOR THOUSANDS OF FABRICATED PARTS 
Tell us your FABRICATING PROBLEMS. We will gladly send 


above parts ourselves. 


Rigid laboratory control certifies our approved before delivery to the rol 
J PI ) 
using only such selected material as mills. Subsequent reducing and 
ishing onerati -e der ting 
will produce the best grade of Brass ishing operations are under exact 


control. 
or other Copper alloys. 


Our mills produce metal with accu 


Crucible pit fires or electric furnaces . . = ae 
; in gauges from .005 to 1 inch tl 


are used in melting our alloys accord- and in widths from 7 to 16 incl 

ing to requirements. All castings are in any requisite temper. 

90 Years Experience On QUALITY BRASS 
THE 


BRISTOL BRASS CORP. 
BRISTOL, CONN. 


= 
SJ ‘ ‘ : : 
ZB Brass and Copper Alloys 
"i : — ROD — WIR 
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BEHIND THE ABLE MAN 
there are able men” 

P | cones | 
i ANAMA and BEAVER typewriter ribbons have | 
\| ° 7 ° iI} 
| backed up the judgment of responsible executives ] 
| . , | 
i —and their secretaries—for the past 44 years } 
\| Vanufactured by Identified } 
| MANIFOLD Ink and Fabric i 
SUPPLIES Products of i| 
} 
} COMPANY Superlative | 
I Nationwide Utility and | 
} Distribution Quality I 

An 
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samples and suggestions without obligation. We do not fabricate — 
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amounted to $200,824,000 during the 
1935-39 period, being second only to 
stone, glass and clay. 
Lumber and its products, exclusive of 
furniture, stood third among WPA pur- 


inous mixt 
exact amol 
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and steel products 


hases, totaling $115,170,000. The orders 


ials enabled the lumber 
le me 528,000 man- 


ures, paving and other, 
int totaling $98,313,000 





COMPRESSION 
SPRINGS 


* 
EXTENSION 
SPRINGS 


e 
TORSION 
SPRINGS 


FLAT SPRINGS 
WIRE FORMS 
STAMPINGS 

CARBON STEEL 


* 
VANADIUM 
STEEL 


e 
STAINLESS 
STEEL 


BRONZE 
BRASS 
MONEL METAL 
_ OTHER “ALLOYS 








— depend upon 


ACCURATE QUALITY 


and SERVICE..... 


© MATTER what size or kind or 
quantity of wire forms you need, 
whether they be extremely simple or 
intricately complicated, COME TO 
ACCURATE. You will find that you 
can rely upon Accurate to design 
and produce exactly what you need 
at a price that's right. You will learn 
that you can depend upon Accurate 
for service that is fast—and quality 
that never varies! 


Establish Accurate as your source 
of supply; we think you'll find advan- 
tages that will save you time and 
money. Write today for any sugges- 
tions or quotations you may want. 





ACCURATE SPRING MFG. CO. 
3825 W. Lake Street Chicago 
















PITTSBURGH PIPING & EQUIPMENT CO. ‘QFORTY,THIRO ST. 
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| Fabricated Piping Materials 


BENDS + FLANGES + VALVES 
WELDING FITTINGS 
BOLTS AND GASKETS 


A complete price list of all necessary 
materials for fabricating piping. 


WRITE FOR BULLETIN 
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for these mater 
industry to provide s : 
months of labor in many timber-produc 
e@ ng states throughout the nation 
\lmost $100,000,000 was expended for 


lucts, it has been estimated, if 


loaded for transportation by train, would 
| around 140,000 freight cars. 


e purchases, most of which were 
1on WPA sewing projects, amounted 

$74,156,000 for the 1935-1939 period 
purchases enabled textile manu- 
turers to provide 250,000 man-months 
] nt in tl 


e manufacture of 
of the benefits 
ed to the cotton growers in 

| producers in the west, 
ransportation industry every 


ods. ft v nothing 
2 as, tO Sa notuning 


$49,000,000—SH8,930,000 to be 
was expended for machinery and 
used on projects. This in- 
electrical machinery, equipment 
supplies, paving and other road 
Iding machinery and equipment, and 
ot muchines and equipment. 
irers of motor vehicles bene- 
om WPA purchases, but thei 
outright purchases 
and motor vehicles | 
WPA were only a fraction of thos« 
‘ruing trom sales to individuals who 
ed such equipment for use on proj- 
Some $6,599,000 were expended 
of trucks and tractors, 


$394,171,000 went for rentals of 


cles. However, this included 
owner-operated machines. From 


roducts going into mo 
manufacture, it is evident 
lesale use of them on WPA 
er at Se 
{ producers 

~ 1 


manutacturers in many parts of the 


s and allied products, under 
yr are listed chemicals and 
s and paints and 


699,000 These products, it has been 


varnishe Ss, cost 


aded for transportation 
| ab ut 18,000 box cars, 


ake up 360 freight train 


h meant added business 
n the southwest and 
totaled $27,538,000. 
materials — coal and 
mctals, office supplies 
plumbing equipment and 
and rubber goods, and 
were bought in the 
f $121,294,000. In terms of em- 
the Bureau of Labor Statistics 
that WPA orders enabled pri- 
ifacturers producing these 
orkers with 220,000 


labor in their manufac- 


abrication. The raw materials 
them, of course, re- 
nal labor in many fields of 
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INDUSTRIAL PURCHASING—PRIN- 
CIPLES AND PRACTICE, by Howard T 
Lewis, Professor of Marketing and Di- 
rector of Research, Graduate School of 
Business Administration, Harvard Uni- 


versity. Sponsored by National Associ- 
ation of Purchasing Agents. Revised 
edition, 1940. Published by Business 


Publications, Inc., 332 So. Michigan Ave- 
nue, Chicago, Ill. 586 pages. 
$4.00. 

Ordinarily the revision of a standard 
text as complete and authoritative as 
Professor Lewis’ earlier (1935) book on 
the same subject, would entail a few 
minor additions and corrections to bring 
the treatment up to date. But that is 
not the case with the present volume 
For the past five years have witnessed 
significant changes in the business and 
economic situation under which the pur 
chasing officer operates and with which 
he has to deal. Furthermore, this period 
has also been marked by a most amazing 
amount of research and development, a 
pooling of knowledge and experience by 
purchasing men through the educational 
program of their National Association, 
and a keener interest in the purchasing 
function on the part of management and 
marketing executives. All of this has 
made available a mass of new material 
supplanting everything heretofore pre- 
sented. Professor Lewis has made full 
use of this material in completely re 
writing his text, and the result is an 
intelligent and illuminating 
of the purchasing function in modern 
industry. 

The scope of the work is broadly indi 
cated by the chapter headings: The Sig- 
nificance of Industrial Procurement; The 
Scope of the Purchasing Function; Or- 
ganization; Purchasing Procedure; Buy 
ing the Right Quality; Inspection; Quan- 
tity Control; Sources and the Assurance 
of Supply; Procurement by Manufac- 
ture; The Purchase of Major Equip- 
ment; Price Policies; Forward Buying 
and Speculation; The Legal Status of 
the Purchasing Officer; Purchase Bud- 
gets; and Standards of Purchasing Per- 
formance. A complete bibliography and 
index, both classified by subjects, add 
greatly to the reference value of the 
work. 

An attempt to review the contents in 
detail would be merely to summarize, 
briefly and inadequately, the entire sci- 
ence of buying. Rather than to discuss 
the “What” and the “How”, let’s turn 
to the “Why” and then let the book 
speak for itself. In the opening chapter, 
Professor Lewis cites some of the rea- 
sons why procurement, or purchasing, 
must command the attention of leaders 
in industry and in our national economic 
program. Census returns show an annual 
outlay of more than thirty-six billion 
dollars for raw and semi-manufactured 
materials in manufacturing industry. 
The cost of materials is the largest 


Price, 


discussion 


single item of cost for the average man- 
ufacturer. The cost of materials and 
fuel is 54.7% of the entire value of out- 
put, greater than all other elements of 
cost put together. Industrial buying 
policies, rather than consumer demand, 
profit possibilities, or “pump priming” 
devices, are the determining factors in 
the turning points of the business cycle. 
Price policies, are intimately re- 
lated with buying policy and become 
effective only 7 


"i 
which 


through the act of pur 


- +--+ = + = These Long Spiral 
End Mills are made Single-End 
and Double-End, including Two- 
Lipped Mills - - - Right-Hand 
and Left-Hand - - - in a Wide 
Range of Sizes from sé" to 34” 
diameter. Other sizes to order. 


Write for circular-Brown & Sharpe 


Mfg. Co., Providence, R..1., U. S, A. 














































































chase, are held by some leading 
mists to be the key to greater 
tion and the distribution of w 
Labor legislation of the past four 
has not only affected the actua 

of purchasing, but has emphas 

social implications of materials p1 
ment and indicated broader fields 
sponsibility. In the economics ot 
keting, intelligent buymanship is 

sential to competition, and in arri 
a market level which correctly reg 
economic activity. 
results in needless dissipation otf 

resources or in materials not best 
to the need, both of these being | 
sources of waste and loss. A cor 
knowledge of buying motives a1 


Defective pure 


ing factors in the industrial orgat 
prevents the waste of time 


BROWN & SHAR 
CUTTERS 








QO 

effort in the marketing of goods, and 1940 PACKAGING CATALOG, edit: 

conserves this waste in the form of by A. Q. Maisel. 12th annual editiot 

greater values. Published by Breskin Publishing Corp., 
These principles, documented with 122 East 42nd Street, New York, N. ¥ 

authority and developed in terms of 538 pages, case bound. Price, $2.50 


practical management policy, forcefully Aptly termed the encyclopedia ot 


indicate the importance of the purchas packaging industries, the current yvolum« 
ing function and the place which it brings up-to-date its comprehensiy 
should hold in the industrial organiza- erage of design, merchandising, produ 
tion. An es of these principles tion and shipping problems in packaging 
logically establishes the fact that not reflecting the marked progress in packag 
only purchasing men, but management ing technique which has taken place d 
and merchandising executives as_ well, ing the past year. The information 
should familiarize themselves with the presented in non-technical langua 
up-to-date accepted purchasing policies and more than 400 new illustrations hav: 
and methods so ably presented in suc been used, in addition to the basic cl 
ceeding chapters and diagrams. The cover of the volun 
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Ask any public relations counsel. He’ll tell you what 
queer notions people get about corporations and public 
service institutions. 


Take LETTERHEADS, for example... 


If you write to customers on the same sort of letterhead 
paper used by any hole-in-the-wall enterprise, likely as 
not they assume you’re in the same category. They never 
understand that cheap paper costs only a trifle less than 
really fine paper. 


That’s why so many companies that value a good pub- 
lic opinion use 100% rag bond for their letterheads, 
notices, documents and other printed pieces. Weston’s 
DEFIANCE BOND (100% rag content) leaves no room 
for false impressions. Its greater strength and crispness, 
its striking whiteness, its very perfection speak so elo- 
quently of stability and responsibility. 


Ask to have your next order of letterheads on DEFIANCE 
BOND. You’ll be impressed with the difference. 


IS PAPER YOUR RESPONSIBILITY? 


You'll pr n the publication, We 
Paper For copies, 


wit BYRON WESTON CO., DALTON, MASS. Dep: # 


fit by the ideas and technical information i ston s 


Issued regularly for the benefit of paper buyers 





For additional products see Buyer's Directory, 
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ittractively demonstrates the ap- 
developed 


production processes, the design 


on of several 


newly 


graphed in seven colors di 


and overlaid with a 


ec Canvas, 

ansparent thermoplastic protective coat- 

I convenience in reference, the cata 

g is arranged in fourteen subject sec- 

with sturdy thumb-tab indexes: 

r Principles; Paper Boxes; Wrap- 

and Ties; Bags; Metal Contain- 

el ilass Containers and Closures; La- 

bels, Seals and Tags; Plastics; Displays 

\fachine and Supplies; Printing; 

Shipping [ransparent Containers and 

Displa a Directory of Suppliers un 

350 subject headings, and director 
trade names in this field. 

\ ne feature in this edition is the 
section on ‘Packages and the Law,” a 
guide for compliance with both federal 

state regulations concerning pack 
inalyzing current legislation ac 
g to its requirements and_ prohibi- 
and listing the officials who ad 
ster these statutes, botl nationall 
several states 
4 4 4 


RECORD CHEMICAL EXPORTS 


ical exports reached a new hig 
ear, surpassing those of 1938 b 
30%, according to a report issued 
tt Wilson, statistician for the 
in Chemical Society. The increase 
S l€ as substantially greater 
é ease shown in the general 
exports, and was largely due 

ivier shipments to neutral countri¢ 
the acuum left by the sudde 

4 normal imports from bel 
ntries in the last four months 

eal Di g the sept eT 
¢ | pments » La ida 
+5° te than ie ( espond 
1938, sl] ipments atin 

ip 42%, ar shipments t 

tr 60/% 
4 4 5 


MACHINE TOOL BACKLOG 


f ] r ] ] 
> as crate decile n new or 


backlog of ord 
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industry f 
process, 
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or more basis 
automotive 
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lels is already 
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: at Springfield, Ohio 
e past two years Mr. Thomas has 
the Civil Service 

serving i 
at the ti 


a member of 
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VETOES PURCHASE PLAN 
Established 1874 IVI \Y( JR Bright of Richmond, Vir- 


ginia, last month vetoed a reso- 


: ' lution paving the way for the establish- 
We believe we make the ment of centralized purchasing for the 
longest wearing Black city government. Under the present sys- 

tem, purchases of $100 to $1,000 are 

Record and Black and subject to com petitive bidding under the 

Red Record typewriter = - tion of a department director. 

- ’urchases amounting to $1,000 or more, | 

ribbons. in addition to competitive bidding, must 

be passed upon by the Mayor’s Advisory 

If you would like to try Board, consisting of the Mayor and the 

° ° Directors of Public Works, -ublic 

a sample ribbon, advise Safety, Public Utilities, and Pul tic W ms 
the degree of inking you fare. 

. In his veto message to the City Coun- 

prefer, and the name of cil, the Mayor warmly defended the 


the typewriter on which present plan, stating 


4 : “The method employed by the City of 
you will try the ribbon. Richmond in making purchases of sup- 





No obligation. plies of every des ription cannot be im- 
< proved upon and might well be used as 
a model for every tv in the United 

MAIN OFFICE: 30 VESEY ST., N.Y.C. States. 
LABORATORIES AND FACTORIES “This group (the Mayor's Advisory 
141-149 Grand Ave. 88-90 East Richmond St. Board) is, in tact, a purchasing board, 
Brooklyn, N. Y. Toronto, Canada and by no stretch of the imagination can 
SALES OFFICES a single individual designated as a pur- 
Philedstghia Pa” iB mag <a chasing agent compare in efficiency with 








this board of recognized experts. if .& 
“The duties, functions and preroga- . 


JOHN UN DERWOOD & CO tives of the city’s three divisions of 


government—legislative, judicial, and | K WwW, 
executive—should, as in both the na- 
MANUFACTURERS OF UNDERWOOD'S EVERLASTING BLUE BLACK Z 


tional and the state governments, remain 


BANK INK “TYPEWRITER RIBBONS AND CARBON PAPERS clearcut, separate and distinct Chere 


should be no overlapping, invasion nor 3 GRADES 
infringement of any one of these great 


divisions by either of the other two. BRIGHT BLADE 


Purchasing is clearly and specifically a 
= area Teh RED Il Hi teel for toughest 

duty and responsibility of the executive ad = Speed Steel fo nitty 
ane “rae a ig ing kind of Production Cutting. 
branch, and this joint resolution is a 
clear invasion of executive duties by the 
legislative division of our government. RED BLADE 

“T sincerely hope your honorable body Molybdenum Steel Blade. Long 
will support this veto and thus preserve wearing. Exceptional cutting quality 


one of the fundamental principles of our 


democratic government.” BLACK BLADE 


The resolution in question has become Regular Tungsten Steel Blade for 
an issue in the current mayoralty cam- general work. 
paign. It is merely an enabling statute, 
in very general terms providing for a The RED END trade-mark is a guarantee « 
purchasing agent to be elected by the | quality for each grade of blade. Write fx 
Council or appointed by the Mayor, and | booklet “Hacksaw-ology.” 


further providing for approvals by de- 


partments or by the Advisory Board in 
appropriate cases to be defined by later | & MON DS 
lre Orn action of the Council. With no intent | 
to derogate the ability of any present SAW AND STEEL COMPANY 


purchasing officer, it appears that the 


* ° | . 
Mayor’s eloquence is somewhat beside | Fitchburg, Massachusetts, U.S.A 
CCIA le the point, for centralization of purchas- | 


| | ing is not an invasion of executive pre- 


rogatives, but rather a matter of good 
executive management. Purchasing is in 
itself an executive function, and neces- 
sarily operates under the executive head 
of the government. In centralized or- 
ganization, scores of cities are finding 
increased efficiency and “greater mileage 
for the tax dollar” than in keeping the 
buying decentralized or as a sideline to 
other executive duties. The trend is not 
to take the Richmond plan as a model, 
but distinctly in the other direction. 
There is plenty of evidence to support 





this statement, and plenty of evidence to 





show the wisdom of the trend. 








For additional products see Buyer's Directory, page 121 








































PURCHASING 
ELECTRICAL MANUFACTURING 
- INDUSTRY EXPECTS GOOD YEAR 

angus A RISE OF approximately 15% for 

cl 2) the year 1940 over the business experi- 


2) 
W p p 7 ence of 1939 in the electrical manufac- 
1G romotes ro uct turing industry is estimated in the year- 























on", 
sme @ ‘Sree 


end report of W. J. Donald, managing 

e director of the National Electrical 

Improvement and Co st-Saving Manufacturers Association, New York, 

released today. “The outlook is one of 

« bd optimism, and the expectation is for 
Production for Household Appliances — 2.00c0.{5c0'sea:’ 

This forecast is based on an ex- 
pected rise in general business of from 
5 to 10%, and a 10 to 15% increase in 
the durable goods field. It is felt that 
the electrical manufacturing industry 
hould do as well as the average for 
lurable goods lines. 


A > of 5 
STEAM POWER PLANT CAPACITY 
DOUBLED WITH MERCURY TURBINES 
GENERATING CAPACITY of the na- 


steam power plants can be al- 


loubled with only one third more 








Appliance manufacturers de- uel consumption by superposing steam 


: : ind mercury turbines on existing units, 
mand cold rolled strip steel in iccording to A. R. Smith, managing 
the brightest, smoothest, mirror- engineer of General Electric’s turbine 
like finish they can find. That a a ee 
is why many of them are large neering societies of Schenectady, Mr 

° . . Smith stated thi 2 million kilowatts 
users of Thomastrip. Buffing ith stated that 12 million kilowatts 
ng in be added to the nations electri 
and polishing operations prior power output by “topping” existing 
: ; : hn eith stems quite Then e- 
to plating are practically elim- — “sede 
, , » , os : ther 11%4 million kilowatts can be ob 
inated. The steel is uniform in tained by superposing with 


gauge, width and temper, and 
production moves rapidly into 
beautifully finished products. 


Thomastrip is also supplied 


; To House 
in a wide variety of electro 
Your 


Canceled 
Checks 


coated finishes. Samples will be 
mailed on request. 





STEELS THAT STIMULATE PROGRESS 


Wie §=§1HE THOMAS STEEL CO. 


UNCOATED, AND : 
ELECTRO COATED WITH SPECIALIZED PRODUCERS OF COLD ROLLED STRIP STEEL 


NICKEL, ZINC, COPPER, 
BRASS, BRONZE, TIN 


ie im & oy th ie fe ae 


This compact 
group of 100 
SAFE-T-STACK 
Steel Storage 
Files provides 
efficient housing 
for over 400,000 cancelled checks. 

They are “Tailor-Made” to fit the checks 
they contain. For this reason they only 
occupy a space of 86% inches high, 465% 
inches wide and 24 inches deep. 

The exclusive SAFE-T-STACK slip key 
locks individual files together horizontally 
and vertically. No tools, bolts or rivets 
are used. 


= 
= 
= 
=~ 
- 
_ 
— 
= 
— 
— 
— 
- 
— 
- 
= 
- 
_ 


ME Pa aa ad 





WARREN, OHIO 








Write for a quotation on a SAFE-T- 
STACK Steel Storage File to fit your check 
| size. No obligation of course. 


The Steel Storage File Co., 
2216 W. 63rd St., 
Cleveland, Ohio. 
The size of our check is.......... inches wide 
OC viceceu ws inches high. Please quote on Steel 


enum - 
Storage Files to fit. 


PEE nd 


Sold by distributors everywhere | Name 


Business Ee ere ee eee 


SPRINGFIELD, MASS. | address 
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STANLEY 
ELECTRIC SAWS 


For SAFETY as well as 
PERFORMANCE! 


LARGEST PORTABLE saw made is 
Stanley CCl16, with cutting 
capacity of full 6”. From this 
down to the Stanley W60, with 
17,” capacity, there is a com- 
plete range of Stanley Safety 
Saws, one just right for your 


DUPLEX HANDLE with two grips and er UNUSUAL SAFETY features are pro- 


two switch tnggers makes the Stanley W8, DEMONSTRATION on the right vided in all Stanley Electric Saws. Guard 
above, easy to handle in any position, pro- model ae orgs poor automatically covers blade when not in use. 
vides comfortable feel or “hang”. W8 is snaeiiaitle: Povie neler dale Above, Stanley W9, ideal for plant con 
easily adjusted for depth of cut to 2%/,”. or utor, or write us for literature. %truction and other heavy work, handles 
bevel cuts up to 2!;;" at 45°. Complete  sraniey Electric [ool Division, @&8y as a hand saw. Cutting capacity 31/4 
Stanley SAFETY features and rugged [he Stanley Works, 156 Elm Powerful, rugged motor, long-life bearings 
Stanley construction. Street, New Britain, Connecticut and gears. 


A Complete Line STA 4 LEY - ELECTRIC = ‘Cost Less 
For Industry , TOOLS Per Year” 


TRIPLEX Cap Screws, Bolts and Nuts 


Seve Aen fine 


T HIS important profit factor—the cost of 
time—which figures heavily in your selection 
I parts and supplies, is served well by TRIPLEX 
Products. Bolts that start quickly, nuts that 
speed home, cap screws that grip firmly and 
stand the gaff of heavy tightening save valuable 
assembly time, ease the job of buying. Modern 
manufacturing and heat-treating processes as- 
sure you uniform quality in all TRIPLEX Prod- 
ucts, It will pay you to get acquainted with this 
line. Write today for samples and prices. 



































THE TRIPLEX SCREW COMPANY 
5331 GRANT AVE. CLEVELAND, OHIO 


CAP AND SET SCREWS, BOLTS, NUTS AND RIVETS 


* Millions Sold + + + Usedin Every Industry * 








For additional products see Buyer’s Directory, page 121 
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PHOTO FACTS 
OF OTHER 
INDUSTRIES 
SAVING WITH 


“YALE HAND LIFT TRUCKS 

SAVE US THOUSANDS YEAR- 

LY,” REPORTS OUTSTANDING 
CARTON PLANT 


Mr. Purchasing Agent: 


This advertisement is addressed to 
you—because your job is to buy 
quality at the right price. We offer 
this as convincing evidence that you 
get both with YALE. 


v\ mB ite fata — 
Thousands of dollars saved every 


year! That's the testified story of this 
user. 


VA, 





Here’s their quoted story, “We now 


TEXTILE » have 85 Yale Hand Lift Trucks in oper 





ation—some of them handling as much 
as 750,000 pounds of stock a week. 
— . These trucks have paid for themselves 
many times over. Our workmen like 
them too—because they're so safe and 
i easy to use. We consider them one of 


: ; the best investments we ever made.” 
ae 4 Such enthusiasm must be deserved— 
——— ae and it is! Yale Hand Lift Trucks would 


do just as much in your plant. Find 
out how. Your nearest Yale represen- 
tative has the facts. 





THE YALE & TOWNE MFG. CO. 


PHILADELPHIA DIVISION, PHILADELPHIA, PA., U.S. A. 
IN CANADA: ST. CATHARINES, ONT. 








Makers of Yale Hand Chain Hoists, Electric Hoists, Electrical 
Indusirial Trucks, Hand Lift Trucks and Skid Platforms. 


The Purchasing Agent 
and the Guffey Act 
(Continued from page 68) 

he made his fuel contract for the 
entire canning period and thus esti- 
mated his fuel costs on that basis. 
Now he must 


make a guess on 


which way the market price for coal 
will go during the canning season, 
and then make his cost estimate. In 


other words, it puts another element 
of chance and uncertainty in fore- 
casting upon which future 
must be based. In many 
cases, especially along the seaboard, 
it may be that such a concern will 
shift to fuel oil, which can still be 
obtained on a long term contract. 


costs 


prices 


Speculative Buying 

The above instance raises an in 
teresting and fundamental question 
of whether the buyer should specu- 
late on Spol prices, with a chance ot 
prices going up, as well as down, 
\ could make a long term 
which would supposedly 
the seasonal price variances 


7 1 
ynen 1¢ 


contract 
iron out 
and give him an average fixed and 
known cost. lvery company wants 
to know as close as possible its fu 
material and production 
osts in order to make bids on fu 
contracts, and to. set 
prices in general, This is especially 
1 case of utilities where 


ire Taw 
ture sales 


in the 


the rates are set by 


y commissions, 
and cannot be raised easily even 
though prices of raw materials do 
go up 

My answer to whether the buyer 
should speculate on the price of his 
purchases 1s that he should not 
speculate, except in unusual circum- 
stances or unless there is a regular 


} 








1 
| 


«lity exchange where he can 
The manufac- 
turer is generally as interested in 
certainty of future costs as he is in 
tl the cost. for if he 
knows what the cost 1s going to be 
he can often make allowances for it 
the price to the consumer, and 
hus does not mind a higher cost. 
uncertainty that troubles 
the manufacturer. The Purchasing 
\gent’s responsibility lies not in the 
area of speculation but in getting 
and most certain cost. 


hedge his pur hases. 


~ 


1e lowness of 


+ { 


Tne pest 


Higher Costs of Buying 
and Selling 
from the coal producer's stand 
the 30 day contract has had 
effect upon the costs of 
ales, which, in part, must be re- 
flected back upon the price to the 
This is easily understood 
when one realizes that formerly the 
cost of sales on a one-year contract 
for sav, 120,000 tons, would be the 


point, 
a heavy 


buver. 


cost of that one sale plus a few 
check-up calls. Now it entails ne- 
gotiating a new sale practically 
every month to see that the con- 
tract is kept intact. It costs very 
little less, if any, to make a 10,000 
ton sale than it does to make a 120,- 
000 ton sale. 

One sales manager said his cost 
of sales had increased from 12c a 
ton to over 24¢ a ton, or more than 
double. Part of this increase must 
be absorbed by the coal company, 
but the remaining amount is forced 
upon the buyer and in the long run, 
it must be remembered, the con- 
sumer of any commodity must pay 
the entire cost of producing and sell- 
ing that commodity, and any in- 
crease in the sales cost to the pro- 
ducer must be passed along to the 
consumer if that producer is to re- 
main in business. 

Likewise the buyer is troubled 
just as many times more as_ the 
salesman is forced to see him, and 
thus a great deal more time must be 
spent in buying coal than formerly. 
Therefore, a lot of Purchasing 


Agents have taken the attitude that 
the extra selling expenses incurred 
by the salesmen and the extra time 


(and therefore expense) used by 
the buyer, somewhat counteracts the 
advantages of price gained by spot 
buying. 

I might add that most industries 
do not go into a comprehensive test- 
ing program of their fuel require- 
ments more than once every three 
to five years, but under 30 day buy- 
ing with the constant price fluctua- 
tion and solicitation, industries are 
tempted to test every coal that is 
offered which sounds interesting. It 
must be remembered that it is no 
overnight matter to make a new coal 
burn efficiently, so the buyer must 
pay tor this fuel loss as well as the 
expense of the tests. Coal tests in 
any manufacturing process whether 
it be steam, by-product, heating, cer- 
amic making, etc., depend upon 
adaptability and uniformity. There- 
fore, such plants cannot frequently 
change coals; the highest efficiency 
and lowest coal costs in any use are 
only obtained by long experience in 
the use of a particular grade and 
size of coal. 

Therefore, industry, from the 
broad standpoint of cost alone is in- 
terested in a stabilized coal market 
with few changes. They still feel 
that they would rather have the old 
long contract, and, while the con- 
tract written for 30 days only is in 
effect, it can be so arranged that 
it is renewed automatically at the 
end of that period for any set 
length of time, if both parties are 





“OUR CABLE KING REDUCES 
OPERATING TIME OVER 90%," 
SAYS THE CHILTON PAINT CO. 


Mr. Purchasing Agent: 
This advertisement is addressed to you 
—because your job is to buy quality 
at the right price. We offer this as con- 
vincing evidence that you get both with 
YALE. 


90% saving in time is almost unbe- 
lievable—but the records give the facts! 


Chilton “Before we got the 
Cable King, it took one man five minutes 
to perform this job. Now he does it in 
30 seconds. And aside from the money 
saved, the operator never turned out so 
much work with so little effort in the 32 
years he’s been with us.” 


testifies, 


Testified facts like this certainly merit 
your investigation of the Cable King. 
Contact your local Yale distributor. He'll 
tell you how you can save in exactly 
the same way. 


IN CANADA: ST. CATHARINES, ONT. 


THE YALE & TOWNE MFG. CO. 


PHILADELPHIA DIVISION, PHILADELPHIA, PA., U.S.A. 















Makers of Yale Hand Chain Hoists, Electric Hoists, Electrical 


Industrial Trucks, Hand Lift 


Trucks and Skid Platforms. 
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satisfied. It is a weak contract, and, 
in essence, it is littke more than a 
gentleman’s agreement between the 
two parties. Other Purchasing 
\gents would rather try to get a 
etter average price by playing in 
the spot price market each month. 
Both believe that they are getting 
along the best, but it is anyone's 
guess as to who really is in the most 
advantageous position. 


Basic Factors of Policy 


he lack of fixed prices has nat 
urally caused the buyer to antici- 
pate, and speculate on, the advent 
of the prices when and if they are 
ever instigated, and this has had 
several results on buying policies. 
But first let us look at the attitude 






How To Give Your People A Real Savsin Weuneiia 
Break and Get Better Work Done of RA-TOX 


Proved for 20 years. 


~ 





Install RA-TOX Offset Wood-Fabric 





2. Offset brackets insure ; : ; 
Shades! NOTHING, outside of good perfect ye ae he Purchasing Agent has taken to- 
3. Made of linden-wood : wae x 
drinking water, will win the good-will strips; seine twine. ward the price provisions of the 


Wide color selection. 


of people in your plant more quickly Better light and air. 
. Quick, easy opera- 


than this foolproof, easily-installed de- pon 

. . . on. 
vice. Light without glare! Fresh air 6. Reduce temperature 
without dangerous drafts! > defile 


7. Low per-year and up- 
RA t ox han being based on a relative com- 


keep costs. 
OFFSET WOOD FABRIC petitive position with other fuels, 
SHADES fo PeusTRuL HOUGH SHADE CORP. electricity, and seasonal demands. 


SASH — 1043 Jackson S?#. Janesville, Wis. 


\ct. At first they felt that the Act 
vas illegal, or unconstitutional, and 
prices would be thrown out of the 
courts as they were a year ago last 
February. They felt that the Act 
egulated prices in such a way that 
it is unnatural and artificial rather 


oll a 


Better working con- 
ditions mean more 
and better work, so 
write us now for 
complete story. 








When the Plant's Requisition 


Calls for Nickel Silver igs 
SPECIFY ‘‘SEYMOUR’’-— y 7( 


Why? Because Seymour Nickel 
Silver is definitely a specialty 
product — the result of studying 
and satisfying the requirements of 
a very large part of the metal 
working shops of the country over 
a period of more than 60 years! 


It has a clean, even grain and a 
silvery white color, and is, there- 
fore, ideal for the manufacture of 
drawn, stamped or spun articles 
which are to be plated, or which 
are to be used unplated under 
conditions that might corrode a 
less suitable alloy. 





A finer grinding wheel 


preferred by leading 
firms. Specify any type, 
size, grain, bond, or 
grade. 

If you would like samples for 


test, we shall be glad to supply 
them without charge or obligation. 


Simonds, Worden White Co. 


DAYTON, OHIO 





THE SEYMOUR MFG. CO., 55 Franklin St., Seymour, Conn. Foctertes ot Sultele, Goleit, Clevetend, Dayton 
es nara 
For additional products see Buyer's Directory, page 121 





. 
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The attitude that the Act is un- | 
constitutional is fading because of 
the replacements on the Supreme 
Court and the new members’ appar- 
ent difference in thinking on consti- 
tutional matters. The buyer still 
hopes and believes that the prices 
may be declared illegal on a tech- 
nicality of some kind. 


In the second place, the buyers 
feel that when fixed prices are put 
in effect they will be entirely too 
high and too inelastic. This has 
made him either attempt to stay 
stocked up ahead as much as pos- 
sible, or to make provisions to shift 
to a competitive fuel. As an ex- 
ample of the latter, the Purchasing 
Agent of a paper mill in South 
Carolina, when approached by a 
coal salesman and offered a certain | 
grade F.0.B. mine at $1.00 a ton, | 
with the hope that he can get lower 
aggregate fuel costs because of the 
depressed prices. There is some 
doubt as to this however, as spot 
prices include also the extra ex- 
penses of selling and buying which | 
were not incurred under the longer | 
contracts. | 


It is my opinion that the thirty- 
day clause, while giving the buyer 
a better chance to bargain for prices 
on coal, has no real advantage to 
the Purchasing Agent. My reasons 
for opposing the use of spot buying 





— and that’s only the 
beginning of what people 
may be summarized as follows: are saying about 


(1) It is a poor habit to specu- — nae 
late on prices when one can be cer- E Z E A SE 
tain of his costs by long-term con- FA aD | 
sano BOND AND ONION SKIN 
THE NEW MIRACLE PAPER 


(2) Buying the same coal gives 
greater efficiency through unifor- 


mity. It’s a fine rag-content paper 

(3) Much time, and thus ex- made for letterheads and im- 
pense is required to go through se- portant forms—less expensive 
lection and purchase of coal every than many Bond papers. More 
thirty davs. efficient because of its special 

(4) New coals require constant surface. An ordinary lead pen- 
testing which is expensive, trouble- cil eraser makes errors disap- 
some and time consuming. pear like magic—leaves no un- 


sightly abrasion marks! Made 
in 13, 16, 20, 24 Ib., white 
only, boxed or in flat sheets. 


(5) It is impossible to get a de- 
pendable, uniform supply with con- 
stant changing of suppliers. 


(6) One purchasing agent will J TO PURCHASING 
not have a fear that his competitor FREE = AGENTS ONLY 


is buying coal at a lower price. =n 


\\ | L Generous size ‘Prove 
y y 7 ; A] me” Wa. 


Fisher Is Honored 


Spring this 
Yr | “‘new one’? on your 
—_| Secretary or Typist and 
; watch her eyes sparkle! 

Homer B. Fisher, formerly purchasing 
Agent of the Dallas Railway Co., and 





a recently eaenuet s ee — Gentlemen: Kindly nal a 
the Southland Life Co., has been electe« a your ‘‘Prove It’? Kit to: 5 
TWIST DRILL AND president of the Dallas Building Owners : MIs ool Sore wraraigsovere s.ere'e ccs: ' 
. anacers ssock ( Jur g 5 
MACHINE COMPANY and ar ts = tage = During = i aon tien ca teicea:s aot - 
~hasing work, Mr. Fisher was an ac- 
NEW BEDFORD, MASS., U.S. A. atc: Bulge ge igge le sti ' 
7 . tive member of the Dallas Association | a MILLERS FALLS PAPER co. | 
NEW YORK STORE: 130 LAFAYETTE STREET and served as president of that organi- | Millers Falls, Massachusetts : 
CHICAGO STORE: 570 WEST RANDOLPH STREET... 51, , : 
« . a 





For additional products see Buyer’s Directory, page 121 
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CAN COSTLY EXCESS 
WEIGHT BE ELIMINATED 
FROM YOUR SHIPMENTS? 


® Experienced General Box 


engi- 
neers helped a prominent dental 
equipment manufacturer eliminate 


unnecessary tare weight. Yet, the 
product protection afforded by the 
old type crate was not decreased. 
Two smaller, General wire-bound 
crates replaced the bulky, hard-to 
handle container previously used. 
Packing time and labor were re- 
duced by more than one-third. Dcam- 
age claims were virtually eliminated. 


There may be ways of safely re- 

ducing the weight of your shipments, 

or of speeding up your deliveries 

simply by the use of a more effi- 
j cient container. Why not let a Gen- 
eral Box engineer check up your 
shipping pack procedure? It costs 
nothing and may be the means of 
making important savings. 


| Mail the coupon for complete in- 

formation about the several types of 

General Box containers which are 

: enabling hundreds of manufacturers 

to effect maximum shipping econ 
omies., 


GENERAL BOX 
COMPANY 


General Offices: 

48 West Illinois Street, Chicago, Ill. 
District Offices and Plants: Brooklyn, Cincinnati, 
Detroit, Kansas City, Louisville, Milwaukee, 
New Orleans, Sheboygan, East St. Louis, 
W inchendon, Continental Division: Houston, Dallas 


( ) Have a General Box engineer call. 


( ) Mail complete General Box facts. 
Name 
Address .. 


City 








What to Look for in 
Motor Purchases 


(Continued from page 63) 


inferior, hot spots and _ inefficient 
operation may result with conse 
quent possibility of rotor break 
down. Regular testing of the qual 
ity of aluminum used is customer 
assurance of more motor years. 
The feet and motor frame must 
stand continual, though possibly 
pulsating, stress from the load im 
posed and the motor torque. They 
should therefore be designed for 
maximum strength with, naturally, 
minimum weight. Good materials 
with proper design should be used 
with tests available to prove the 
overall strength. To be sure, the 
material and manufacture of end 
shields and shafts should be no less 
excellent. The entire composition 
of materials and design are the basis 
of giving greater life value. 
These are some of the things that 
any motor manufacturer and _ its 
salesmen should be able to prove 
conclusively to a motor purchaser. 
To demand this proof may be the 
factor that determines whether you 
obtain motors that last 5 years or 
25 years. Certainly that is worth 
while, however busy you might be. 


Matters of Convenience 


And then there are the convent 
ence features on a motor. Those are 
features which keep production 
lines running, which make mainte- 
nance men and efficiency experts 
smile, and which of course increase 
manutacturng profits. 

There are tangible things: 

a—To make installation easy 

Roomy conduit boxes and prop 
erly numbered leads, to say 
ing of terminals to connect, 
make for quick connections 

Smoothly and uniformly ma- 
chined feet mean an easily levelled 
unit. 

Hooks or ledges for 
handling, assist in moving motor to 
desired location 
b—To give efficient lubrication. 

Sleeve bearings should have seals 
to prevent entrance of dirt or leak- 
age of oil. They should have rings 
held in place by clips or other fool- 
proof methods 


noth- 
easy 


convenient 


of distributing oil 
over bearings. They should have a 
suitable snap inlets and a 
means for flushing the bearing. 
Ball bearings should have a pres- 


cover 


sure relief system of greasing pre- 
ferably. This permits greasing when 
the motor is running. 
system suitable grease inlet and 
outlet means should be supplied. 
If the outlet plug is accessible, it 
can be removed greasing 
and allowed to remain open during 


For such a 


before 


PURCHASING 





Mark Surfaces Like This 
With Paint in Stick Form! 


That's real paint he’s using, formed into 
sticks and solidified. You use it just like 
a pencil. 


Writes on any surface—wet or dry. Mark- 
ings made with Paintcil are permanently 
legible, defy time and the elements. 


Writes on any hard surface—stone, wood, 
metal, glass, composition, etc. Also a 
distinct type for marking hot metal. 
Both types furnished in white and many 
distinctive colors. 


PAINTCIL 





Write for full 


sam ples. 


information and 
No obligation, of course. 


HELMER-STALEY, INC. 


323 W. Huron St. Chicago, Ill. 


UALITY 
ABRASIVES 


TRADE MARK 


ALUMINUM OXIDE 
SILICON CARBIDE 
CORUNDUM 


(AFRICAN) 
TURKISH EMERY 


Refiners and Makers 
re) 


ABRASIVE GRAINS 
AND 


FLOURS 


AMERICAN ABRASIVE COMPANY 
WESTFIELD, MASS. 
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running until excess grease has 
flowed out. 


C 0 M P L E T E If the plugs (inlet or outlet) are 
not accessible, such as on fan- 
+ A T A L 0 G es cooled motors, beware of long, 


small diameter tubes. No normal 
amount of pressure will overcome 
tube resistance to grease flow. A 
large outlet tube should be provided 
with a means of removing it for 


cleaning before greasing. Then the 
flushed and excess grease can easily 
enter into the relief pipe. The reason 
for all this is that an excess amount | 









of grease in a bearing creates over- 
heating and possible entrance of 


| 
EVERDUR. MONEL and | grease into the motor and on the 
STAINLESS STEEL. Deals | winding. 
| 


by HARPER 


- - . of BRASS, BRONZE. 


with the broad and com- 


plete Harper line of non- c—To facilitate maintenance. 


ferrous BOLTS. NUTS. | I si dk ial 

Babe heat SCREWS. WASHERS and | With _knock ff ledges on end | 
other fastenings . .. 72 | shields, it is easy to dismantle a rig- 
pages in 4 natural colors. | idly assembled motor. Cartridge 


Describes . . * | type ball bearings keep dirt from 
3600 Items in Stock | entering 


d . bearings when motor is 
. ready for immediate 










shipment. Contains all in- | disassembled They also permit 
= formation needed for speci- unit removal of shaft, rotor and 
Po < Pir fications or ordering. Most bearings. 
, a complete book in the field. | : ; 
T \ Specials Made Promptly And then there are the intangible 

. and economically. For things such as: 
a catalog write to your log- 
a pny a. ‘sie a—Knowledge that the company 


being dealt with is reliable. 
b—Service by responsible, willing 
men Close at hand. 


2606 Fletcher Street, Chicago 


H A R c—A model system of motor iden- 
Chicage tification for ready duplica- 
| tion of parts or specifications. 

d—Relhable extensive application 


+ + of engineering talent. 


All these are some of the impor- opr \ 
tant things which can and should be Trl | My 
HM: Pp studied in making motor selection. 
ee e _ Perhaps with this information plus 


what might be obtained in NEMA | 








They are strong and durable, yet 
have minimum bulk. Their light- 


Standards book and elsewhere, the | ness and strength combined, allow 
Are your spring specifica- advice of maintenance men and | us to make numerous clean,clear 
tions three-dimensional: electrical engineers can more easily | thie th seg — now 

a : | be understood and coordinated into or inin Letterheads on all our 

en width, breadth and best motor selection. Branch Office, Foreign and Air 
height? The FOURTH- Mail Correspondence. We also 
DIMENSION in spring usesome of the many distinctive 
specifications is explained colors for our office records and 
in the new LEE-BUILT Lubricants or Lubrication? factory forms. 


SCIENTECH SPRING (Continued from page 52) 


SPECIFICATION FORM. Fidelity Onion Skin 


short-sighted business policy for a | 


Write for it. It will tell you builder to state on a “nameplate” . : 

how to buy long-life, | on the machine the brand name of | Emco Onion Skin 

trouble-free spring per- | the lubricant and cry out that use Clearcopy ents 
| of any other voids his guarantee 


formance. or responsibility. Here the use con- 


ditions are known. He should iden- | 


LEE SPRING CO., Inc. tify the lubricant by specifications 
30 MAIN STREET | acceptable to all. 
BROOKLYN, NEW YORK 


Superior Manifold 


Economic Implications 
ge by 


van or Perhaps it does not surprise you | ESLEECK 


to learn that, by and large, industry 
Sop buys its lubricants so cheaply it 
does not care about what kind of 


+ + lubrication it gets. Of course, there | Turners Falls, Mass. 
are hundreds of exceptions. For | 


Manufacturing Company 
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ARMSTRONG 


WRENCHES for all purposes! 


No matter what the purpose, there is an Armstrong 
Wrench for every job. More than 100 different 
types, each in all sizes. Made of finer steels, high 
carbon or chrome vanadium, heat treated to exact 
requisites of stiffness and strength . . . . assuring 
greater strength and longer service. 


Standardize on ARMSTRONG Wrenches for im- 
proved designs, tool balancing, accurate millings, 
machining and finish. 


PURCHASING 


the seller this is a fatal attitude. 
And make no mistake about it, the 
situation broods no good for the 
buyer. Prices of lubricants have 
been so depressed during the last 
twenty-five years as to warrant seri- 
ous effort to elevate the whole 
structure. In that period the 
quality and variety of lubricants 
have fa immeasurably improved; 
the oil industry has spent millions 
in research; the lubricating oil 
yield from a barrel of crude has de- 
creased more than a third. 

All this is said in full realization 
that the economic structure of all 
business is suffering terribly from 
too great disparity between costs 
and prices from causes that make 
idle $18,000,000,000 and a dozen 
or more million men. The indus- 
trial lubricants end of the oil in- 
dustry suffers from these and more. 
The industry is young, robust, and 
has not as yet the caution of ma- 
turity and hard knocks. Its past is 
one of the outstanding romances of 
wealth of all history. From the 
days of the Venetian Traders, Han 
seatic League and Merchant <Ad- 


ARMSTRONG BROS. TOOL CO. venturers there has been nothing 




















For economy and satisfactory service buy 
ARMSTRONG Wrenches. Do not enter into 
any wrench contracts until you have 
talked to an Armstrong Salesman 
or have read the ARMSTRONG 
Wrench Catalog. 





Hollow Screw 
Wrenches too! 








Buy 
ARMSTRONG 
TOOLS from your 
Supply House 


“The Tool Holder People” like it. But W ith all other business 
303 N. Francisco Ave., Chicago, U. S. A. in these modern days when our 
p w h : 199 Lafayette St., N. Y 1 : , ¢ 
ee eee iis 3 vebcen technical Ingenuity has ove! 














OPERATED HOTELS 





<a Put your Plastics problems In Cleuctond 


¥ ay up to Richardson .... HOTEL HOLLENDEN 
| 


ash In Columbus 
RESEARCH - DESIGN - ENGINEERING THE NEIL HOUSE 


Scores of plastics users have found Richardson design, re- 








search, and engineering laboratories of inestimable value, be 
not only in the application of INSUROK to products, but In Akron by 

also to manufacturing processes. (| nd 
With entire resources devoted exclusively to the plastic arts, THE MAYFLOWER i 
Richardson occupies a position unique in the industry. Its 

facilities encompass all types of plastics, molded and lam- 

inated, for the diversified requirements of commerce, indus- ' Jn Corning, h. i. 
a BARON STEUBEN 
Whatever your present or contemplated use of plastics, you'll HOTEL 


find the answer in Richardson—completely integrated source 
of supply. Literature on request. 


i» Jamestown, h. 4. 





? 
} N S U RO K the Superior Plastic nee 


She RICHARDSON COMPANY 


THE SAMUELS 


MELROSE PARK Cc FOUNDED 18 
NEW BRUNSWICK 
ETROIT OF 2 “e@ NG € 
NEW YORK OFF WEST STREET PHONE Weneats 4-4487 











The hotels tha? check with every travel standard 


For additional products see Buyer’s Directory, page 121 
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DuraBiLity 
PERMANENCE 
PRESTIGE 


— all three are 


yours when you 


buy Crane’s 


oO 





- 


For your executive letterheads 


for all forms subject to repeated 
handling and reference—for docu- 
ments of value and records that 
carry into the future—Crane’s 
all-rag papers (made from cotton 
and linen fibres only) afford you 
the durability, permanence and 
prestige you desire and require. 

We invite your inquiries and 
offer our services in the selection 


of the best papers for your needs. 


7 
(Cranes 
FINE PAPERS 


MADE IN DALTON, MASSACHUSETTS 
SINCE 1801 























whelmed our social and business 1n- 


telligence, it suffers. Perhaps the 
industrial lubricants end of it suf- 
fers most of all; yes, more than ap- 
pears in the record. It is not exag- 
geration to say that if the industry 
kept its books in relation to indus- 
trials as other businesses keep theirs 
in relation to products of similar 
status the price structure of indus- 
trial lubricants would have much 


higher altitude. Marketing changes | mo : 
| the costs of receiving-handling, unpack 


now occurring in the industry will, 
this writer believes, in time force a 
very substantial increase in these 
prices, an increase above that which 
elementary accounting dictates 
should long ago have been made. 
Carrying Industrials through the 
accounting department on the back 
or under the coat of taxed-to-death 
Automotive works a hardship on 
the industrial lubricants end of the 
business. It impedes lubrication 
progress because lubricants may be 
purchased for so little that there is 
pathetic indifference on the part of 
buyers toward improved lubrication 
efforts within and without their 
plants. It is a fact that, with few 
exceptions, there has not been any 


truly noteworthy development in 
lubrication appliances since the 
days of  very-much-higher-than- 


present oil prices. 
Recent Marketing Changes 


A specially-trained force is im- 
perative to selling industrial lubri- 


cants; since Drake that has been 
known. Upon this force and its 
daily work recent’ marketing 


changes in gasoline and motor oil 
are having ill-omened incidence. On 
the whole the oil company as a pro- 
ducer of refined petroleum prod- 
ucts, especially motor fuels and all 
motor lubricants, no longer sells di- 
rect to the consumer. His status in 
relation to this market has changed 
from that of seller and vendor to 
that of landlord over the property 
where the vending is done. Selling 
is done by an agent. In the very 
early days of this supplier-and- 
agent setup it was discovered by 
management but always known to 
the industrial men that the agent 
could not and would not sell the in- 
dustrials. He could not because 
he was not trained in the “how,” 
and he would not because he found 
that if he tried he lost money on 
most of the customers. 

But industry must be lubricated. 
And with petroleum oils for which 
there are no substitutes. Tradition- 
ally the buyer of lubricants expects 
a lubrication inspection service, 
usually monthly, by his seller’s en- 
gineers. How is to be paid for? 








= 


Change the 


PURCHASE 


Competitive bids frequently change when 


ing and distributing to stock or produc 

tion departments are added. Some manu 

facturers’ shipments can be handled easily 

unpacked quickly, and conveniently stored 
or distributed. Other concerns cause delay 
and increase receiving room expense 
Their products are received loose, making 
distribution more costly, or are in con 

tainers difficult to open and unpack. 


ACME STEELSTRAPPED MEANS 
LOWER-COST RECEIVING! 


Shipments that have been Acme Steel 
strapped for reinforcement and protection 
usually show minimum receiving costs 
One snip of each strap and the contents 
can usually be removed easily and quickly 
The economical bundling of bulky, odd 
shaped products makes handling easier, 
quicker. Freight cars braced by the Acme 
Unit-Load method can be unloaded faste: 

When you insist on Acme Steelstrapped 
shipments you are virtually assured of 
minimum receiving room costs. Both you 
and the supplier will benefit. 





Boxes, bundles and odd shapes cost less to receive when 
they are Acme Steelstrapped by the shipper. 


BE SURE TO GET THE FACTS ABOUT 
ACME’S STRAP PURCHASE PLAN 


Your own purchases of Steelstrap can be 
made most economically on Acme'’s strap 
buying plan. Mail the coupon for com 

plete details. No obligation. 


ACME STEEL COMPANY 


2842 ARCHER AVENUE, CHICAGO, ILL 
Branches and Sales Offices in Principal Cities 





ACME STEEL COMPANY 
2842 Archer Ave., Chicago, III. 


OJ Furnish complete information about the Acm« 
Strap Purchase Plan. 

0 Mail a copy of “Stopping Profit Leaks’ describ 
ing the advantages of Acme Steelstrap. 


eae Sera 


For additional products see Buyer's Directory, page 121 
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VICTOR Hack Saw 
Frames are finely fin- 
ished, and properly de- 
signed to fit VICTOR 
blades. Made in four 
styles—each capable of 
adjustment for blades 
of varying lengths. 


“Only VICTOR blades are packed in 
the convenient modern metal box. 


Victor Saw Works, Inc. 
MIDDLETOWN, | ee + 








VICTOR Hack Saw 
Blades have proven best 
by test in plants every- 
where. They cost less 
because they last longer 
and cut faster. Made in 
Tungsten and “Moly” 
—in hand* and power 
sizes—to handle every 
type of metal cutting. 





Forest City Foundries Co. has two efficient, modern foundries — both 
equipped to turn out quality precision castings on schedule and as specified 


for your job. 


During forty-eight years of meeting the rigid requirements of many varied 
customers, Forest City Foundries casting specialists have kept pace with the 


demands of modern industry. 


If your production line “eats up” gray iron, 


high test semi-steel or alloy semi-steel castings, ask us to send a representa- 
tive. You'll both find interesting production points to discuss. 


FOREST CITY FOUNDRIES CO. 


2500 WEST 27th ST.% + 





For additional products see Buyer's Directory, 


Phone PRospect 5040 « 


CLEVELAND, OHIO 





PURCHASING 


Hlow else but out of the spread be 
tween cost and price ? But even now 
that spread is at the vanishing 
point, without charging to it any 
service. To a most regrettable de- 
eree sellers have had to, with 
eenuine reluctance, discontinue this 
service which ts altogether im the 
buyer's interest. This trend ts 
really bad for the buyer. The great 
majority of plants in the country 
have not anything to replace it. 
lhe competency of salesmen in this 
business must be kept high; salaries 
must be such that better and better 
men will be attracted to, not driven 
out, of this work. 

When the oil companies operated 
their bulk plants spread through 
out the land there were warehouses, 
stake and tank tracks, managers, 
clerks, accountants, telephones and 
ll the other accessories necessary 
to marketing industrials along with 
gasoline, kerosene and motor lubri 
‘rants. The changed conditions have 
of course, greatly increased the cost 


of selling industrials. Prices have 


not increased. And to boot the 
eller traditionally must guarantee 
his prices based on cost at a par 


ticular time, on contract, for a year. 
It is a fact that that cost may rise 
far above the selling price long be 
fore the contract expires. 


Bolts 
Packaging 


and Se ervice 





are 
the reasons for 
specifying 


CLARK BROS. BOLTS 


instead of just “‘A” Bolt. 
You will save money. 


(GarKBrosBout (h 


MILLDALE, CONN. 
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For Better Washroom Facilities 


POWER TEMPERATURE 
use CONTROL 
For 
Hot Water Heaters 
By eliminating OVER- 
heated water which 
wastes heat a Powers 
Regulator will pay back 
its Cost several times a 
year. Overheated water 
also shortens life of 
valves and plumbing 


fixtures and increases 
deposit of lime in pipes. 
































To operate Fla 
Remove opposit 
bolts, insert jaws of Flange-Ja 

and tighten. After removing ot! 


Group Showers tighten down jackscrews toget 


rating flanges evenly. 









To prevent waste of hot 
water and safeguard bath- LA Al G b J AC K © 
ers against danger of scald- te = 
ing use a Powers Thermo- 


Powers Steam _— Cold Water static Water Controller 
and Water Mixer 














You can replace gaskets in flanged pipe lines eas 
quicker and safer than ever before by using Fla) 
to keep the hot water sup- Jacks—a new tool now introduced by Garlock. 

ply at a safe temperature. 
Each shower may be ad- 













That difficult job becomes a most simple operation w! 
you let Flange-Jacks do the work. Even if a joint 
justed by the bather for any located where working space is cramped—making 
temperature he wishes. hard to use hammers and chisels Flange-Jack 
open it easily. Send coupon below for folder. 
















Tue GARLOCK PACKING ¢ 
Patmyra, New YorkK 
In Canada: The Garlock P 
Company of Canada Ltd 
Montreal, Que 


Wash-Up Sinks and 
individual Showers 





For alow cost warm 
water supply for indi- 
vidual showers or wash-up sinks, use 
a Powers Steam and Water Mixer. It 
employs the most economical method 









> 
yo CHISELS.NOT 


FlaneS pipe 








of heating water—by mixing it directly No Broken ces yan gerous 
with steam. pamakee “No DaPPojat- 
. Vibration No Lone * ~ 
It heats only the amount of water required at the time you ams ** y 


use it. Recommended where impractical to install hot water 
storage heater. 


dowt s 


Write for Condensed Catalog No. 2508 


THE POWERS REGULATOR COMPANY, 2792 Greenview 
Ave., Chicago—231 East 46th Street, New York—Offices in 
47 cities—See your phone book. 








R Tue Gariock P 


ease send ACKING Company P. 
, a 


desc riptive fi, Nd 


Manufacturers 
of Mechanical 
Packings and Company... 
Gaskets Address._ 
Since 1887 


Im) i 
r ron Flan sta 
Name Flange.J 


iC h 


WATER 





TEMPERATURE 
CONTROL 





For additional products see Buyer's Directory, page 121 
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TO GET 
BETTER RESULTS 
AT LOWER COST 





FROM YOUR ELLIOTT-FISHER MACHINES 

YOU find that your Elliott- 
IF Fisher billing and bookkeep- 

ing machine operators are 
changing carbons too frequently 
because the top. sheets are 
chopped up or the bottom sheets 
are hazy and worn out, or if both 
top and bottom sheets are wear- 
ing unevenly, switch to Colum- 
bia rolls and carbons made espe- 
cially for Elliott-Fisher ma- 
chines. 


Columbia-made Elliott-Fisher 
rolls and carbons are tough on 
top, sensitive on bottom, per- 
fectly mated from top to bottom. 
They give you perfect results— 
longer—more economically. 


Columbia—specializing in car- 
bon paper manufacture — has 
tested all makes of office ma- 
chines—knows the requirements 
of each—supplies the right rib- 
bon or carbon paper for every 
need. Call the Columbia office 
nearest you for an analysis and 
solution of your carbon prob- 
lems without obligation or ask 
the Columbia representative the 
next time he calls. 


COLUMBIA 


RIBBON & CARBON 


MANUFACTURING CO., INC. 
Main Office and Factory: 
GLEN COVE, L. I. * NEW YORK 


Branches 


305 East 45th Street, New York City 
204 Dwight Building, Kansas City, Missouri 
327 South LaSalle Street, Chicago, Illinois 
155 West Congress Street, Detroit, Michigan 
227 East Michigan Street, Milwaukee, Wis. 

101 Lumber Exchange Bldg., Minneapolis, Minn. 
107 Union Street, Nashville, Tennessee 
314 Pennsylvania Building, Philadelphia, Penna. 
908 Standard Life Building, Pittsburgh, Penna. 


ilso 
London Milan Sydney 
England Italy Australia 





lor additional products see Buver's Directory 


PRATT & WHITNEY’S NEW PLANT 

Climaxing eighty years of successful 
business operation, the Pratt & Whitney 
Division Niles-Bement-Pond  Co., 
Hartford, Conn., moved into a model 
new plant, erected on the 120-acre site 
of famous old Charter Oak Park 
West Hartford, acquired by the 
pany three years ago for this purpose 
The new building is a unit 1,000 feet 
long and 550 feet wide, scientifically de 
signed for efficient straight-line produc 
tion. Modern methods and materials 
made possible a record of only 
months elapsed time from the beginning 
of construction to the completion 
moving and getting into operation at the 
new location. 950 machines from. the 
machinery department, and 1,350 ma 
chines from the small tool and gage dé 
partments were involved in the 
2% miles across the city. Machinery, 
tools, fixtures, furniture, and work 
process handled in this way amounted 
to 23,000 tons. It is estimated that the 
construction and equipment of the com 
plete plant represents approximately six 
million man-hours of labor. A handsome 
booklet, “80 Active Years”, shows pro 
gressive stages of the construction work, 
illustrates the modern and efficient work 
ing conditions which are now made avail 
able, and pays tribute to the loyalty of 
the working which , 


of 


in 


com 


nine 


move, 


in 


force includes 24 
men who have been with the compan 
from 40 to 50 years, and four veterans 
with 53 to 72 years of service. 


REEDER IS TRANSFERRED 

Roy Reeder, Purchasing Agent of the 
United Gas Pipe Line Co., at Houston, 
Texas, has been transferred to the of 
fices at Shreveport, La. Mr. Reeder has 
been active for many years in the work 
of the Houston Association, particularly 
on the program committee. 


Only 


WIREGRIP 
Belt Hooks 
have the patented 








blue Aligning Card 
that holds hooks in 





Flexible —s = 

them from loosen- 

BELT LACING ing, prevents hook 

, loss from handling, 
STEELGRIPisa 

stronger lacing for prevents waste of 

short ends. Every 


all power and con- 
veyor belts. Clinches 
smoothly into belt, 
compresses the ends, 
prevents fraying, 2- 
piece hinged rocker 
pins prevent exces- 
sive wear. In boxes 
or long lengths. 


WIREGRIP Hook to 
the last one can be 
used. 








Write 
for Catalog 








ARMSTRONG-BRAY & CO. 
“The Belt Lacing People” 


321 N. Loomis St. Chicago, U. S. A. 











PURCHASING 


WHEN YOU BUY 


OFFICE CHAIR 
CASTERS 








@ Add new life, new comfort to 
your chairs... save wear and tear 
on your floors. Use economical 
Bassick Diamond Arrow Casters, 
the largest selling quality casters 
in the world. Simplified, patented 
two-level ball bearing construc- 
tion equalizes strain and assures 
long, efficient service at low cost. 

Bassick Diamond Arrow Cast- 
ers are the finest money can buy. 
Convince yourself—samples for 


trial installation on request. 
® 


There are sizes and types of Bas- 
sick Casters for every need—from 
tea tables to ten-ton trucks ... at 


prices that are right. 


THE BASSICK COMPANY 
Bridgeport Connecticut 


Division of the Stewart- Warner Corre @ilidelele) 


Canadian Factory: 


STEWART 
OF CANADA 


WARNER 
LTD 


ALEMI 
oe ne 
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You wouldn’t want to take this man’s word for anything, | 
would you? Then why buy Sealing Tape just because you 
“heard” it was cheap? In Red Streak Sealing Tape you 
get BOTH quality and economy. It’s composed of tough 
Kraft amply coated with quick setting glue, enabling your 
shipping room to get out shipments on time. It’s priced 
low enough to meet all competition, too! Write today 
for samples and prices. 


] The BROWN-BRIDGE MILLS Inc. 
TROY, OHIO | 










A OT ind 


uals to be eg 


—but one big corporation where the larg 
and the smallest stockholders have the s 


. This is what R B & W means by “Satisf 


Customers, Inc.” 


Hundreds of customers who 





been on our books for 50 years or more ki 
| this—others of less than 50 days have 
| learned it. Those purchasing by the 
the keg or the carload soon appreciate t 
R B & W service is the same to all. 





In these days of changing bus 
conditions, price fluctuations and _ bro! 
delivery-promises, the customer satistact 
and service as built by R B & W fo 
years means more than ever before. 5 
1845, R B & W has built a name fo: 
dealing, quality and service—backed by : 
quate plant and production facilities 
meet most of the bolt, nut and thread 
fastening needs of today, as well as 


morrow. 


PARTS - finishes. Send for catalog and price list. 


BOLT AND NUT COMPANY 








BRISTOL CONNECTICUT franc conponation 


For additional products see Buyer's Directory, page 121 








service In proportion to size or pocket book 


privileges and _ receive similar treatment 


R B & W manufactures a wide variety of types of Bolts 
Nuts, Rivets, Screws, Washers, Rods and Special Upset and 
Sut Punched Products in various materials 
s\ 


WALLACE BARNES COMPANY (Gleam MmLOL Toy-7 eee kV 1) 


PORT CHESTER.N.Y. ROCK FALLS,ILL. CORAOPOLIS: PA, 





























































FLANGE-JACKS 


BA simple tool {or 
replacing gaskets in 
flanged pipe lines, 
quickly, easily, safely 
and economically, is 
being manufactured by 
The Garlock Packing 
Company, Palmyra, 
New York 
Flange-jacks are 
high grade_ tools, 
strong and sturdy, yet 
simple in design. The 
jaws are heavy one 
piece steel forgings 
capable of withstand 
ing tremendous pres 
sure. In repeated lab- 
oratory tests they have 
easily opened joints 
against a load of 15 
tons, without damage 
to the jacks or to the 
flanges. The points of 


the steel screws are 





case hardened 
They are always used in pairs and are available in three 
s1zZes 


FILE LAMP 


@ Lamps 
that deliver 
an indirect 
diffused 
light og 
high = inten- 
sity on 
work areas 
away from 
the lamp 
rather than 
directly un- 
der the 
light source 
are being 
manufactured by The Sight Light Corp., Essex, Connecticut 
Such light is without glare and no direct light in the eyes 
The file light illustrated is a new and radical departure 
from the usual method of lighting correspondence files, card 
index systems of all types, roll top desks and any work area 
where light is needed to cover a wide area outward and down 
ward. The unique lighting head delivers its illumination even 
to the bottom of each file drawer and will cover five drawers 
wide by four drawers deep with a single 100 watt lamp. 
These file lights are made in a variety of forms for differ 





ent purposes, and where long lines of filing cabinets are. used, 
a portable track with one or more lighting heads which move 
easily along the track can be supplied. 








PURCHASING 


gees cat ; 

The person using a file ted in this way casts no shadow 
in the file drawer, rather can read a letter in the file without 
removing it. This makes for speed in filing with less errors 


MILLING CUTTERS 


@ Milling cutters 
equipped with Ken- 
nametal-tipped blades 
which have been de 
veloped in coopera 
tion with the Mc- 
Crosky Tool Corp., 
Meadville, Pa., has 
been announced by 
McKenna Metals Co., 
Latrobe, Pa 

The 7” diam. stand 
ard McCrosky jack 
lock shell end mil 
tipped with Kenna 
metal grade KM il 
lustrated is milling an 
S.A. I 4150 steel 


torging that was 


1 
| 


heat-treated before 
machining to a hard 


ness ranging from 28 to 32 Kockwell ( The cutter is run 
at 92 r.p.m., or approximately five times as fast as was pos 
sible with a higl speed steel blades. The 
feed is 354” per min. and the depth of cut .125”. An average 
of 160 faces ere milled before regrinding was necessary, 
which was a mu longer run than could be made with high 
speed steel blades 

The new series mprises nine standard sizes in each of the 
following types itters: mediut luty face mills, heavy 
duty face mills and shell end mills. . 


MARKING HOT METAL 


@ A positive marking system in steel plants to definitely dis 


tinguish between the ma rent steel alloys is being sup 
plied by Helmer-Stalt | , Chicago, Illinois This product 
will positively prevent confusion of code numbers, and. will 
preserve the identity of the marked material as long as such 
identity is desired 

It is furnished in two types. Type W makes marks that are 
weatherproof and will remain on the steel even though it is 
subjected for an indefinite period of time to the elements, 
cleariy retaining the marking after the metal has been sub 
merged in the a pickler bath. 

Type S, although providing markings that remain clearly 
legible and firm in the plant, will be removed from the sur 
lace ot the <tee¢ n the picKkietr 

Paintcil does not fl r drip. It is furnished in white 
and a number of attractive colors, which do not fade or chip 


off after the metal is « ( 
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MADE TO SOLVE 
YOUR PROBLEMS 


Call on Hubbard's long expe- 
rience and skill in developing 
and manufacturing parts like 
these, to accomplish the re- 
sults you are after in those i} 
various design and production 
problems. Ne 


Finding New Uses 
—Solving Problems 
for Manufacturers 
Every Day 


Send in your drawings, or 
describe your problem. 
Your inquiry will bring real 
assistance and the advan- 
tages of long experience. 





FIBREEN 


Improves Wrapping and 
Packaging ... Reduces Cost 


278 CENTRAL AVE., PONTIAC, MICH. 











jf yyy) 

Yue 7: / Wf The unusual strength, flexibility and water 
Yj proof qualities of Fibreen have economically 
YY solved the wrapping and packaging problem 


of many a manufacturer. Five-ton bundle: 
of steel — automobile tires — textiles — motor: 
and other products too numerous to mention 
—go safely to their destination when wrapped 
and protected by this tough material. 





Available for Prompt Delivery 
The supply of Fibreen is in no way depend 
g ent upon foreign import. And, it is far su 
v perior in strength and protective qualities t 
jute, burlap and other materials. 


Just a Reminder Investigate Fibreen — write for a generou 


sheet or roll for trial and test in your business 


Y ei —= ; 

Yy When your requisitions call for: Flat Gummed 7 i. 1S 

7 Papers * Brush Enamel or Plated Papers —_ | T h e A L K R A F T C 0. 

Y Casein Metallic or Pyroxylin Coated Papers * 205 W. WACKER DRIVE * CHICAGO. ILLINOIS 
yf Foils 7 Holland * Cambric * Sisal Tape * Box Mew Yask Sen Franciace Readies Sydney 
Yy Stay * Sealing Tape * Veneer Tape .. . you'll 

Yyy find all of the very finest at 


fy Ped ) 
MMe Lauvin - Jones Co. Y; Re, 


ff BROOKFIELD, MASS. 


Uy 
YY OFFICES—NEW YORK e CHICAGO e LOS ANGELES 














Serving Industry and Building with Re- 


enforced Papers, Metals, etc., for Multiple 
Uses and as Part of Finished Products 





For additional products see Buyer's Directory, page 121 












HIGH SPEED PERFORMANCE 
WITH LOW COST OPERATION! 


The Shaper-action MARVEL 4-B will 
outcut any other saw in its price class 

. regardless of type! We can make 
that statement only because it has been proven many times. 
Ideal for partial cuts and slotting. Draw-cut and lift- 
return action gives blades far longer life. Saw frame rides 
on ball bearings—insures rigidity and ac- 
curacy. Quick action vise. Screw feed. 
With a MARVEL 4-B you have no com- 
petition—surpassed in speed only by the 
far heavier and more costly MARVEL 
“Heavy - Duty” Production 
Hack Saw. 









MARVEL High-Speed-Edge Hack 
Saw Blades are best by test for all 
power saws Sell these better 
blades that are strictly high speed 
and at the same time UNBREAK- 
ABLE in fact. 


Buy from your local distributor 


Write for Circular 


Armstrong-Blum Mfg. Co. 


“The Hack Saw People” 








wat MARVEL 4-B 





5760 Bloomingdale Ave., Chicago, U.S.A. 
Eastern Sales: 199 Lafayette St., N. Y. 


Few Dollars Save Hundreds 


when invested in Barrett Handling Equipment 
CARBOY POURER 


The safe way of pouring acids. Pro- 
tects clothing, shoes, floors. Cuts 
compensation losses. One man can 
tilt any carboy quickly, easily and 
safely. Rugged welded steel con- 
struction — built to last. 














TBT-13 





\- TOTE BOX TRUCK 


For fast, safe handling of single or 
tiered tote boxes. Slight downward 
ressure on handle lifts load from 
loor; provides quick, easy move- 
ment of filled or empty boxes. All 
steel construction. 





ROCKERACKS 


Stron pre or to support any full drum or 
eo 4 yet light in weight for easy carry- 
ing. the Barrett Rockerack enables workers 
to get more done and eliminates hazards. 
Containers quickly raised to convenient 
height for draining purposes. Available in 
8 styles, all of arc-welded rolled channel 
steel. Cradle bands nest drum in place. 


Get the complete story from Catalog No. 
639 and 30 day free trial offer—there are 
dozens of other cost-cutting material han- 
dling equipments made by 


BARRETT ; 


BARRETT-CRAVENS CO. 
3280 West 30th Street © Chicago, Illinois 


Representatives Everywhere 
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SHEET HANDLING TRUCK WITH 
ELEVATING TABLE 


@ The Problem of 
keeping sheets. of 
steel at convenient 
heights for operat- 
ors in feeding sheet 
metal machines such 
as shears, presses, 
etc., was solved by 
the Lyon Iron 
Works, Greene, N 
Y., by the use of 
their sheet handling 
truck with hydraulic 





elevating table 

The truck shown in the illustration is of the Toggle 
Lever Type and the table is elevated through the means 
of four hydraulic rams or hoists, pressure for which is 
furnished by a hydraulic pump driven by a 2 h.p. motor. 
The lowering of the table is facilitated, particularly when 
empty, by a separate hydraulic ram. This truck is also 
available with a hand operated single speed or a two 
speed hydrault 1 


SCREW-HOLDING DRIVER 


has been developed 

to meet the demand 
for a tool that will 
facilitate both the 
insertion and the re 
moval of = screws, 





especially screws 
that are located in places where it is difficult to use an 


ordinary screwdriver efficiently 

A screw is merely placed in position on the end of 
the driver and pushed back with a light pressure. This 
causes the two members that comprise the bit to recede 
into the body of the driver and at the same time to ex 


pand in the screw slot, so that the screw is held securely 
The screw can be quickly released by pressing the end of 
the rod which projects beyond the end of the knurled 


handle. Made by H. JT. J. Co. of Oakland, Cal 


ALUMINUM HOIST 


BA light weight 
high speed, cable type 
electric hoist with all 
castings of aluminum 
alloy has just been 
placed on the market 
by Electro-Lift, Inc., 
New York, N. Y. 

It has been designed 
for the lightest pos 
sible weight consistent 
with the heavy duty 
service for which 
the hoist may be used. 
The _ light weight 
makes it especially 
suitable for applica- 
tions requiring fre- 
quent moving and 
handling. It is also 
particularly suitable 
for use in steam and 
acid fumes on ac- 
count of the non- 
corrosive properties 














ot the aluminum alloy 

It is built in sizes of from % to 3 tons and has all the 
speeds and ratings of their standard hoists. It may also 
be equipped with traveling rope guide to eliminate the 
hazard of crossed or piled up cables where loads are 
pulled at an angle from the vertical 


For additional products see Buyer’s Directory, page 121 
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Overhead Moise HERE 





Wy wy 





] Z be ity 


Yn, 


means Overhead Expense HERE 


WHEN Unisorb pads are placed under your noisy machines, 
workers in the rooms beneath these machines can perform 
their tasks more efficiently. The Unisorb pads block off the 
nerve-racking noise at its source. 


Write for our free booklet entitled ‘‘Unisorb In The Industrial 
Plant’’, which graphically describes the many different vibra- 
tion insulation installations made with Felters Certified Felt. 


THE FELTERS CO... INC. 


210 South Street, Dept. B-3 Boston, Massachusetts 
Offices in Principal Cities 








is a BETTER WAY 


to keep records, but it is 
necessary to know when and 
how to use, properly, each of 
the following— 


Visible Records 
Ring Binders 
mie 2, \ Prong Binders 

Ss oN Sectional Post Binders 
Loose Leaf Binders 
Forms of all Types 
Accounting Requirements 
Etc. 





PRONG 


Why not let us show you 
some of the many new uses 
for these articles? 


The Cesco Line is a compre- 
hensive assortment of Loose 
Leaf Equipment for all needs. 


A request on your business 
stationery will bring _litera- 
ture and full information on 
up-to-the-minute bookkeeping 
methods. 


; THE C. E. SHEPPARD CO. 


e 44-05—2Ist Street Long Island City, N. Y. 














Here’s a model that 
permits maximum 
flexibility . .. just 
grab the handles 
and trundle the 
“Hallowell” Semi- 
Portable right to 
the job. Swing han- 
dles out of the way and it settles down to 
a rigid, durable, bench with a smooth steel! 
working surface that can’t splinter or get 
oil soaked. It belongs in your shop! Write 
for details. 





aon? 


Fig. 





Two or more “Hallowell” benches easily can be 
converted into one smooth continuous working sur 
face—or the long bench made into single units. 


“Hallowell” steel! 
construction pro 
vides 3 big advan- 
tages — splinter- 
proof working su 
face, lasting rigidity 

and easy movability 
ce oe —not found in wood 
Pat's. Pending en benches. And they 
Drawer is extra. 

cost less to buy than 

to build makeshifts. 
From the 1367 styles and models available right 
from stock you're sure to find those best suited to 
your needs. 





Write for Catalog 


STANDARD PRESSED STEEL Co. 


BRANCHES JENKINTOWN, PENNA. BRANCHES 
BOSTON CHICAGO 
DETROIT BOX 590 ST. Louis 
INDIANAPOLIS SAN FRANCISCO 











For additional products sce Buver’s Directory, page 121 
































116 


PURCHASING 


NUMBERING PLIERS 
A 7 . @ A hand machine 
_— & = for stamping or im- 


pressing numbers or 





letters into tubes, 
rings, bars, shanks, 
small cylinders or 
parts by use of plier 

action, is being manufactured by H. O. Bates, Elizabeth, N. J 
It successfull marks steel, brass, plastics, fibre, wood and 

other materials and is particularly useful for stamping sizes 
| and product numbers. 






| It is adjustable to a variety of diameters and the number 
wheel can be engraved to order with letters or figures from 


l mF ag to 





ADHESIVE 


@ it is unusual for any one adhesive to have 150 Ibs. per 
square inch adhesion strength to metal, 180 Ibs. per square 





$L3D0UdS 


inch adhesion to glass, 210 lbs. per square inch adhesion 

strength to wood, 500 lbs. per square inch tensile strength, 

e to be waterproof, sun and weatherproof, to act as a corrosion 

Cullman Sprockets will always | preventative, to remain elastic or plastic for years and not 
maintain the high standards of dry out, crack or pull away, to have good dielectric properties, 
- to stand without effect, a temperature of 283° F. for seven 

your equipment. | days, to have a temperature limit of 302° F., to withstand 
(when joining—wood, metal, or glass sections), complete 

Special sprockets to order. Standard sizes immersion in water for seven weeks, without affecting the 

carried in stock. Catalogue on request. joint, to support combustion but poorly, to withstand con 


tinuous vibration without affecting adhesion strength, to be 


capable of similar high adhesion strengths to rubber, paper, 
i 


CULLMAN WHEEL co. linoleum, felt, leather abrics, porce 


] 


. materials, to require 1 eat or pressure for application, at 
1342 Altgeld St. Chicago, Ill. ee a ) a 


to cost so little 


ain and many other 




















Stranel-hold is t sive that has done all of these 
things, and therefore, can make man t igs a lot asier, 
better and cheaper to product 

It is usually troweled or spread over the parts to be joined 
or protected. 1 thickness of the coat is .010” and it dries 
to a black color. It is composed of two ingredients, a powder 
and a liquid, which a juite stable when unmixed, but 

| should be used within an ur or two after mixing 
COW CLE you want Strangl-hold will furnish the necessary adhesion, abrasion, 
and non-penetrabl haracteristics, while a good corrosion 
resistant paint sh the corrosion resistant 
to save money on properties. 

Small san il i allabie rec for the asking, by 

vriting to the | nial Allovs Company, Chemicals Division, 


‘ I 
Philadelphia, Pa 


WATERPROOF, FIREPROOF PAINT 


| cutter wheels.... 





@ A white waterproofing 





and fireproo i 
gives a white porcelat 
your an- like sul fa ¢. k1 V1 a> 
swer. That thin forged tool-steel Porce-Tite, is now on tl 


blade cuts expenses immediately. market. Thi reerrts 


Assembled in a solid steel-bushed ers recon met 
i i . usual yaint for use 

hub, it rolls right through iron, es ; 

exterior or interior 


steel and brass pipe—and leaves EEE wae 
laces sucn as C¢ ( 


practically no burr. And it keeps crete, face brick, commot 
rolling, gives many more cuts per brick, cement and cinder 
wheel—reduces replacement costs. blocks, stucco, clay tile, 
There’s also a special smooth-cut- cast or natural ston 
ting heavy-duty wheel—and both weathered asbestos 


standard and heavy-duty cutters, each in 4 mg, comung t0F asvesios 














. ” ” ipe covering, ement 
sizes, 1” to 4”, powerful tools that always cut 5 I waza 2B? 
; . . oors, tor anchoring bolts 
true. Add to your list of buying economies— ie eecilie ; pein 
Uiec KOLS ICL 


ask your Supply House for RIGID Cutters. | and all types of plaster-board or fibre building boards. When 
THE RIDGE TOOL COMPANY, ELYRIA, OHIO | reat to : 
erac S or l 

It contains ni 


4 mortar consistency it can be used for filling 





oles in all es of masonry. 


cement, but is a compound of 


s 


several inorganic materials, chemically treated to produce 


high water-proofing qualities. It is easily applied with brush 


For additional products see Buyer's Directory 
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THIS FIXTURE 


GIVES YOU BETTER 


STOCK ROOM LIGHTING 


@ Enables clerks to read comfortably anywhere inthe aisles... 
provides proper illumination from top to bottom shelf and into 
bin interiors. . . eliminates aisle glare ... means better working 
conditions; faster, more accurate filling of orders. 


THE STOCKLITE A porcelain enameled reflector, 


designed especially for this purpose—enables you to correct 
poor illumination at small cost. All the facts are in Bulletin No. 91. 


May we send it? Procter and Gamble use 


SOLD ONLY THROUGH ELECTRICAL WHOLESALERS KIMPARK to protectand 
MEMBER OF R.L.M. STANDARDS INSTITUTE add eye-appeal to their 


DODRICH 


Floral Soap in beautiful 
leatherette gift package. 


ibe PLECTAIC uf 0 MPAWN YEE 4 m 
GENERAL OFFICES ron FACTORY: 2927 N. OAKLEY AVE., CHICAGO, iLL. a 


REG. U.S. PAT. OF F. & FOREIGN COUNTRIES 


CREPE WADDING 
protects your product 


dresses your package 


@ KiMPAK* is inexpensive, and as easy to use as a pie 
of string. It comes in rolls, sheets and pads of want 
thicknesses and sizes, which can be applied quickly an 








easily without fuss, muss or waste. 





Ironers, refrigerators, radio cabinets, delicate glass 
ware, lamps and other fragile products are only a ft 
of the many items protected against shipping dama 

Kennametal with KIMPAK. In addition, KIMPAK absorbs 16 tim 
Chip Breaker Tool its own weight in moisture—which more than m¢« 
government postal regulations regarding shipment ot 






SD vanoer. 


KENNAMETAL is _harder 
than the hardest tool steel 
requires less ‘‘down 


time” for regrinding tools . . . cuts at much higher speeds. . : . . 
— liquids. . .. The technical skill, vast resources and ex 


a? STRONGE perience of the Kimberly-Clark Corporation, manuf 
R. KENNAMETAL is stronger than 


turers of KIMPAK, stand ready to help solve your shi 
other tool carbides of the same hardness range . . . takes inter ; ; 


: ing . d1e or inf atic 
sible: ttialle ‘ade Willies Wide: ping problems. For samples and further informa 


mail the coupon today. 


| a “CRATER” RESISTANT. KENNAMETAL is pa ee ees 


highly resistant to the cratering action of steel chips . . . assuring FREE! 1940 Portfolio of KIMPAK 


KIMBERLY-CLARK CORPORATION na —— 
Neenah, Wisconsin ee 


Address Nearest Sales Office: i al 
8 S. Michigan Ave., Chicago; 122 E. 42nd St., bei ‘ 
New York City.; 510 W. Sixth St., Los Angeles 
Please send us the 1940 Portfolio of KIMPAK. P 


reliable performance over a long period of tool life. 


KENNAMETAL — Your Best Tool Investment 


No other metal cutting material possesses ALL of these advantages, | 
yet KENNAMETAL costs no more than ordinary high carbides. | 
Prompt delivery on all orders. Write for catalog today. | 








'8O LLOYD AVENUE 
LATROBE, PENNSYLVANIA, U.S.A. 











For additional products wee Buyer's Directory, page 12] 










































in mid-afternoon with 


ROwAal., 
CHEALIRS 


@ Employers everywhere real- 
that a tired and uncom- 
fortable employee is costly and 
doesn’t produce up to. the 





ize 


standard. 


@ Restful, form-fitting factory 
seating manufactured by 
Royal has contributed much to 
the elimination of worker 
fatigue and in sustaining uni- 
form production throughout 


as 


the shift. Royal’s chairs and 
stools fit the work and _ the 
worker. 

@ ROYAL'S engineers’. will 


gladly advise you, without ob- 
lication, on the types of seat- 
ing best adapted for your par- 
ticular operation. 











FREE TRIAL 
to any progres- 
sive company 


° Royal ° 


% Write for free catalog and 
reference book today. 











ROYAL METAL MFG. CO. 


188 N. Michigan Ave., Dept. C. CHICAGO 


New York Los Angeles loronto 
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WHEN IT COMES TO 


SAFETY 
EQUIPMENT 


—COME T0 


PULMOSAN 


“Everything for Industrial Safety” 
* 


WRITE FOR COMPLETE CATALOG 
@ 


PULMOSAN 


SAFETY EQUIPMENT CORPORATION 


Dept. P, 176 Johnson St. Brooklyn, N. Y. 
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or spray, sets ree hours and dries in twelve hours, 
producing a smooth hard surface which repels grease and 
dirt. Due to this surface it can be washed with paint cleaners 
and washing compounds without marring or destroying the 
finish 
Porce-Tite is a chemical ceramic, which bakes itself to the 
surface and is uneffected by most industrial acids or fumes 
\s it is composed of inorganic materials, there is no attrac 
tion for vermin of any kind. A peculiar feature is that it 
expands in setting, thus uring a perfect bond to the surfac¢ 
Packed in containers to produce “rd, 1, or 5 gallons 
Product of Bedard & Morency Mill Company, Oak Park, 
11] 
PAINTING OUTFIT 
en. @ This Compact Outfit 
, &\ is simplicity itself. 
\ Pulsation chamber 
. is one piece with 
compressor head 


wf 


Sturdy special com 

position rubber dia 

: phragm gives many 

hours of lite under 

hard usage L hie ealed crankcase is prelubricated for life 

of compressor. It mes complete with an internal atomi 

zation bleeder adjustable spray gun and quart pres 

sure cup. The gun is equipped with a flat spray nozzle 
and with moisture filter, easy to drain 

The outfit als ncludes 12 feet of braided hose and 

connections, 2 “V" pullevs with “V” belt and handy carry 

ing handle. Manufactured by Binks Manufacturing Con 

pany, ( hicago, Ill 


MOUNTED WHEEL SHANK SUPPORT 


@ The support 


especially ( 


by the ur 

pany, Racine, 

for grinding mall 
diametet oles 


considerabl 





\ STC i 
shank ; ssa 
or us with 
port 

Witl 5 
shank supp« 


support SIT al | Z1ne t poss 

lity o { v 1s te ause 

Wy Weak shal re es re the Vhee on. the 
A ¢ k ‘| ( ~ . ( =] in r t 
| 

oe | hi 


me BC FR CD Re! 60 


BRIDGEPORT CONN 
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FILE FASTENER 


@ A file fastener tliat 
will hold two classes 
of papers and at the 
same time take no 
more space than a 
regular, single file 


been 


: ere 

; fastener has 
produced by Reming- 
ton Rand Inc., New 
York City. The fast 
ener has a single 
metal back which supports two sets of prongs. One set 
prongs for original records and the longer for supporting 








papers. It may be placed in any position and is self-riveted 
through a folder-flap. It will not pull away and lasts the 
life of the folder. 

File folders may be equipped with either one or two fast 
eners thus, a single folder will segregate as many as four 
classifications of papers or records. Guide sheets for use in 
folders are available when required. Special folders are avail 
able to assemble as many as sixteen classifications of paper 
records within the covers of a single file folder 


NEOPRENE SUITS 





@ Suits manufactured from Neo 
prene synthetic rubber that stand 
up in contact with the many 
enemies of natural rubber, last 
longer in all classes of service 
where rubber was formerly the 
only means of protection, are being 
manufactured by Industrial Prod- 
ucts Company, Philadelphia, Penn- 
sylvania. It is resistant to oils, 
alkalis and acids as well as the sol- 
vents that disintegrate natural 
rubber in short time. 

It is manufactured in the two 
piece style as illustrated with all 
seams vulcanized. The jacket has 
square shoulders, low stand-up col- 
lar, ball and socket snap fasteners. 
Pants are of the bib type with ad- 
justable suspenders of the same 
material 


























ARIDIFIERS 


@ A line of aridifiers for removing moisture and oil from 
air and gas lines is being manufactured by The Logan En 
gineering Company, Chicago, Illinois, in all sizes from 34” 
to 10”. 

All sizes effectively remove dirt, scale, oil and moisture 
from compressed air lines and gas lines, foreign matter im 





NEW NESTING TYPE TOTE PANS 


Lots of 
50 
$1.00 each 





20” long x 12” wide x 6%" deep 
16 gauge steel, drag holes and handles both ends. 


Other sizes and types available. Write for circular. 


J. L. LUCAS & SON, INC. 


5 Fox Street Bridgeport, Conn. 














lor additional products 


Buyer's Directory, page 121 












































LINK-BELT 


OFFERS 





A NEW BOOK for Men in Industry 


@ It shows a new angle on the subject of production with moder 
materials handling machinery. This book is sure to give y 
some new thoughts and ideas for your own business. You'll be 
glad to read it—and study the 156 illustrations it contains. Send 
for your copy—now! Address nearest office. 


LINK-BELT COMPANY 
Chicago Indianapolis Philadelphia Atlant 
San Francisco Toronto Offices in Principal Cities 





FLYWHEELS 
PULLEYS 


UY IT ' 
from PYOTT GEARS 


PYOTT FOUNDRY AND MACHINE Co. 
328-332 N. SANGAMON ST., CHICAGO 





120 





Timber Treating Retort 
Diameter 7 ft.—Length 74 ft. 





ts GRAVER-BUILT 
tz GOOD! 


The dependable name in Steel Plate Construc- 
tion has been “GRAVER” for over three-quar- 
ters of a century. Many technological advances 
have been made in that important period—but 
GRAVER has so far always been abreast of 
them—or beyond them. 


GRAVER BUILDS 


Water Softeners . . . Filtration Systems .. . 

Clarifiers .. . Steel Storage Tanks . . . Vapor 

Conservation Systems ... Fabricated Steel and 
Non-Corrosive Composite Plate 








GRAVER ‘TANK & MFG. (O..[NC. 


VER THREE QUARTERS OF A CENTURY OF DEPENDABLE Stevice 


NEW YORK EAST CHICAGO, IND. CHICAGO 
CATASAUQUA. PA TULSA 
CABLE ADORESS—GRATANK 





For General Descriptive Bulletin Write Department 21 








SAFETY WEDGE GRIP HOLDER 


Designed for serial numbering. Made 
from patented safety steel this holder 
will not spall or mushroom. 


Can be constructed for any size char- 
acters. 25°) lighter and 50°) stronger 
than any other holder made. 


Sledge and Axe models are also available 





Write for Prices and Literature 


HAND MODEL 


M. E. CUNNINGHAM CO. 


MARKING DEVICES 
154 E. CARSON STREET PITTSBURGH, PA. 














SALESMEN, AGENTS OR 
REPRESENTATIVES WANTED 


The Steel Division of the Copperweld Steel Company wishes to 
open negotiations for Salesmen, Agents or Representatives in 
various districts in the United States to sell a full and complete 
line or alloy billets, bars, flats and certain other special steel 
products. Applicants should have a good knowledge of the 
alloy steel business and good contacts in their respective dis- 
tricts. Permanent connections are available for the right parties. 
All communications will be held in strict confidence. Address 
Vice President, Steel Division, Copperweld Steel Company, 
Warren, Ohio, under personal cover. 
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pinging on a multiplicity of propeller blades revolving in 
opposite directions and propelled by the flow of air or gas. 
The arrested contamination and moisture is collected in the 
lower housing from where it is drawn off as occasion 
warrants. 


Ail sizes are simply constructed, easy to install in any 


line, interior or exterior, operate without back pressure and 
require no maintenance or attention other than a periodical 
clean-out. 

These units are designed for application to lines supplying 


compressed air to spray booths and other manual and auto 


matic spraying and finishing operations. Removal of extrane 
ous matter provides finer finishes, eliminates rejects according 


to the manultacturet 


ROTARY PUMPS 


& A new line of ro 
tary pumps has been 
announced by the 
Geo. D. Roper Cor 
poration, Rockford, 
Illinois. 

Containing over 7, 
000 different unit 
this line includes 
pumps of 1, 3, 5, 10, 
1S, 20, 35, SO 75, 100, 
150, 200, 300, 500, 750, 
and 1000 g.p.m. ca 
pacities at speeds uy 


to 1800 r.p.m. and 


against pressures up 


to 1800 Ibs. per square incl \t present 21 different drives and 
mountings are available ranging from ordinary foot, hub and 
flange mounting heads t mplete bedplate units for direct 
motor drive; gear reduction; flat or V-belt drive. 

An outstanding feature of this line is hydraulic balance 
[t equalizes internal pressure at all points and absorbs al 
shock or thrust fron ower end of drive shaft 

Other features includ hoice of spiral, spur or herring 
lone gears; conventional packing box, spring loaded packing 
ox or mechanical seal; sleeve or roller bearings: built-in 
external relief valve: eight different pipine arrangements 


@ A press tiiat 
will handle plat 
up to 12’ x 5/16 
between hous 
ings and up 
14’0” over total 
lengtl ot bed 
and 

been added te 
the line « 
Steelweld Ma 


ram has 


chinery Divisi 
of The Cl 
land Crane & 
Engineerit 
Company, Wick 
litte, O} 
Longer plate car 


be handled by extending bed and ram either on one or both 





ends. The press illustrated has a double end extension. 
It has a one-piece all-welded frame which will remain rigid 


for the life of the machine 


Che ram is operated by two eccentrics, one on each side 


of the machine. Each eccentric provided with three extra 
large main bearings and an eccentric bearing. The bearings 
are automatically lubricated by two oiling units mounted on 
either end of the machin 


The press may be used for bending, forming, blanking, 
drawing, rubber-forming and multiple-punching operations 
Several operations may be handled by passing the work suc- 
cessively through various dies set in position along the length 


of the machine 


For additional products see Buver’s Directory. ba 
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HOW THEY GOT A LILY 
OUT OF BED 
IN TIME FOR EASTER 

















MAZDA lamps in 

this test. Similar experiments have employed sodium vapor 
and mercury arc lamps. General Electric research is con- 
stantly finding new ways to improve existing lamps, as well 
as developing new lamps to meet specific problems. 


SCIENTISTS USED standard 150 watt G-E 





THIS GIANT “ELECTRIC EYE” measures light output of G-E 

bulbs...one of 480 tests and inspections. Sixty years of G-E 
research and development have increased lamp efficiency as 
much as 1000%, reduced prices as much as 85 %. Today’s 
100 watt 15c lamp is almost 50% brighter than the same size 
you paid $1.10 for in 1921. To get more and more light for 
your money, year after year, be sure to buy G-E MAZDA lamps. 





G-E MAZDA LAMPS 
GENERAL @ ELECTRIC 


Year by year, better lamps for every purpose 





ia 





ee af 


IF EASTER LILIES BLOOM TOO LATE, florists lose heavily 

the rescue come scientists, who show how blooming ca 
advanced two weeks with electric light. At Ohio State | 
versity, lily at left was kept at 60° F with no added light 
at right was given same heat plus four hours extra light da 





WHAT CAN LIGHT DO FOR YOU? Chicago’s Belmont Ra 

Corporation (above) reported an increase in productio: 
a corresponding decrease in rejects after light-conditior 
Perhaps better lighting can improve your business. Ask 
G-E lamp man or your local electric service company. 








LIGHT WHERE YOU NEED iT 
with G-E MAZDA Projector 
lamp. Lens, filament and re- 
flector in one all-glass unit. The 
150 watt size is now only $1.40. 


THIS LOCOMOTIVE HEADLIGHT 
lamp (250 watts), has dual fila- 
ment support, stranded lead- 
in wires to resist vibration. It 
has a list price of $1.40. 








G.E. MAKES 9000 DIFFERENT LAMPS... 


How many can help your business? 





INCREASED DEMAND for mor 

light has sold more larger siz« 
bulbs, like this 300 watt insicds 
frost G-E MAZDA lamp. It sell 
for only 55c. 


INDIRECT LIGHT at low cos 
with G-E Silvered Bow! 
MAZDA lamps. A coating of 
mirror silver is sealed on bow! 
The 150 watt size costs only 55« 





When writing General Ele. 


irl 


please metnion Purchasing 


































































ments and their applications are com- 
pletely discussed in a catalog offered by 
The Bristol C Special < 


¢ New catalogs and bulletins to keep yn their brass, bronze and copper. These 
the purchaser informed on industrial are supplied in sheets and coils, rods in 
products. various shapes, and wire. Contained 

erein are tables of weights and meas- 
urements and pertinent data. 


106—- AIR OPERATED CONTROL- 
LERS— Modern § air-control instru 


attention 
is given to their free vane principle ol 


Company 


102- STEELSTRAPPIN or 7” ration = air-control, with its fea 


es, such as full-floating free-vane, 
aia eee ; Salen the 
esting and informative folder on retarding action on the measuring ele 


roper reinforceme = types a : : 
— ¢ oe ig hag ot elt De + e! The flexibility of operation and 
~ 1 ’ s ~ . *¢*T) ty! i ~ ‘ ) 1 1 ’ - 
upping pac la la a 8 | publi ed the simple han | adjustable features pro 
‘me sy e] T cont 17 ~ ‘ 1 ’ 
\cme Steel Company. It gfhdate led are also explained 


sketches showing how various product 
can be ettectively and = economicall 


strapped against pilferage and damage 108- MACHINE TOOL DRIVES— 


The name of the shipper, slogan ot e motor drive oo“. manufactured by 
trade mark can be faithfully reproduce Cullman Wheel Co. operates with 
on both black and galvanized finishes ot velt-drive smoothness. It is an individual 
the steelstrap lectric motor unit designed to eliminate 


intershaft and overhead belting 


SERS DORNER Acevised «= se eenmers Corwetty Mee to: Srive come 


catalog section, No. 151, introducing ne ul ri machines 7 ! ae are simply and 
horsepower ratings for multiple V-be rigidly nstructed All operating parts 
drives based on the new formula deve are protected against wear by propet lu 
oped Ly Robert F. Vogt and recent! recs They are mad = sates tc 
adopted by the industry, has been issued motors ranging os to 15 h.p. 1725 
by Allis-Chalmers Manutacturing Con r.p.m. motors can be used to best advan 
pany. It provides engineering informa 5 => Eth oe Oe lathe, shaper, 
tion on selection of size of belt for milling machine, screw machine, punch 
horsepower rating, speed, ane ais press, ind mat other machines now be 
tances and sheave diameters Ry Graves DS overhead belting, can be 
creased to equal that of new equip 

104-SAND CONDITIONING— oe ee en 

\ non-technical discussion of sat 

tioning by the sandcutter method is 108- METAL CONVEYOR BELTS 
been publis! ied in a 1l6-page booklet | —Met al conveyor belts save money in 
the American Foundry Equipment e long run. They speed production, 
\lso contained in this treatise are d iminate repairs, save labor. They are 
iptions and illustrations of tour po leal for sack, package, box and can 
lar sandecutters used in) moder irriers, for sorting tables, drying ovens, 
dries of all sizes and types scalders and washers, carriers of fruits, 
etables, tobacco, fish, and a_ long 
105- BRASS, BRONZE, COPPER— 1 0! ilies products. ”The Cyclon 
comprehensive loose leaf book Fence Company metal convevor belts 
usb published by the Bristol ees I me n two types, chain link or flat 
poration containing valuable intormatior vire They can be built to suit yout 


ial requirements, and provide an efh 
‘onomical means of product han 

ng and conveving. They are not af- 
ed by heat, steam, water, cl anges in 
rature or any of the usual causes 


110- ——_— \ catalog illustrat 


ra cribing asbestos and rubber 
vackings in general "Sse, 1S offered by 
The Darcoid ¢ ompany, Inc. It also con 


tains service recommendations and engi 


ering data. There is a packing fot 
ervice Where conditions and 
e require special recommendations, 


engineering staff will be glad to 
ike a survey of equipment to deter 
oper material and type of 


a \ set of testing 
as gether with pencils in various 
nara for determining the grading and 


nt strength as well as smoothness, 
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e “Show me a workman who’s 


a fuss-budget about his tools, 


and [ll show you a workman 


who is worth his weight in 
gold,” says the veteran Shop 
Foreman. 

First of all, he won't be satis- 
fied with any but top-quality 
tools. And if it’s files, it’s ten- 
to-one his choice is a first- 
quality Nicholson or Black 
Diamond. Especially if he’s an 
old-timer who’s tried ’emall.... 

Because — there IS a 


difference. 


Since 1864 Nicholson has 
devoted itself to making one 
line of products—and making 
that line unbeatably well . . . 
FILES. Tests, checks and lab- 
oratory controls follow Nichol- 
son Files so watchfully through 
every stage of production that 
Nicholson guarantees “Twelve 


perfect files in every dozen.” 























FLAT BASTARD — A popular Nichol- 
son File for rapid removal of stock. 





NICHOLSON FILE COMPANY 
Providence, Rhode Island, U. S. A. 
Canadian Plant, Port Hope, Ontario 


NICHOLSON FILES 2 


FOR EVERY PURPOSE 





When writing Nicholson File Company please mention Purchasing 


112-SELF LOCKING NUTS — \ 56- 
page book explaining graphically the 
elastic stop principle, whereby the nut is 
locked to the bolt through the action of 


1 


a resilient non-metallic collar which 


eliminates all thread play between nut 
and bolt, has been released by the Elas- 
tic Stop Nut Contained 


also are comparative test data, sugges- 


Corporation. 


tions as to where they can be used to 
advantage, numerous illustrations of ap- 
plications in various industries, and a 
complete listing of the standard nuts 


available 


113- STOCK BIN ILLUMINATION 


—Wherever you work you need good 
vision. Correct illumination does more 
than protect evesight, it increases eff 
ciency, and must be regarded as a vital 
production tool. The Goodrich Electric 
Company now provides correct lighting 
for stock room shelves and bins. The 
odd shape of their stocklite directs the 
‘light where you need it. Stocks and 
bins are correctly illuminated from top 


to bottom. It eliminates harsh glare 


© New catalogs and bulletins to keep 
the purchaser informed on industrial 
products. 


Pressed from metal, the oil and grease 
cups manufactured by the Hunter 
Pressed Steel Company, are light in 


the aisles. There is a size to meet ever 
requirement. It is easy to install ar 
clean. Typical installation photographs 


2 
OOK Ie 


are included in a descripti 


114-FANS AND BLOWERS— ‘ 
entire line of propeller type tans ar 
blowers manufactured by Hartzell Pr 
peller Fan Company, are described ar 
illustrated in a 32-page catalog. ( 
plete air-delivery tables on each of tl 
are given. It includes fans and bloy 
of all sizes and types. 


115- SILVER BRAZING ALLOYS— 
For up-to-date and comprehensive int 
mation on the use of silver brazing 
loys for joining metals, Handy ar 
Harman have issued a booklet that wil 
prove valuable whenever you consid 
improvements either in production o1 
sign of your products. It is a metl 
of joining metals by means of li 
wherein the filler metal is a silver a 
loy with a melting point above 1000 
grees F., but lower than thos« 


metals or alloys to be joined \\ 
you have a metal joining probl 
will ke glad to assist you. Just set 
tails including a blueprint or sai 


joint 


116—- PAINT STICK— An actual paint 
solidified into sticks so it may be 

like a pencil is manufactured by Hel 
Staley, Inc. It can be used on an 
surface that will take paint. TI 
cludes metal, wood, stone, slate, com 
sition, glass, brick, celluloid. It al 
applied in any temperature and at 































































dition of the weather. It may stay on 
the shelf indefinitely and will not dry 
deteriorate. It can be used for 
marking cold surfaces, and for marking 
hot metal at any temperature from 300 
to 1400° F. 
that will not fade. 


117- GREASE AND OIL CUPS — 


out or 


Furnished in various colors 


weight, strong and inexpensive. They 
are simple, automatic in action, have a 
feed that is positive and unfailing un 
ler all conditions. All cups are designed 


provide a constant feed for a det 


lite period of time. The cups shown 
heir bulletin are for general lubricating 
Irposes They are the popular types 
hat are recognized as standard by et 
gineers ¢€ ervwhere They also mant 
facture special lubricating devices for 
e larger industrial oil and grease com 
panies which are sold connection witl 
ympanies’ lubricants and undet 
trade ime 


its FRVORESCENT LIGHTING— 
our own daylight when ar 
want it with Hygrade S 

fluorescent lamps. It 


ima g ¢ ent and produces floods 
ool, controlled daylight at moderat« 
t S @asv to desta Stroboscop 

is been practically eliminate 

( acto rrection is built 


1 19- —evereree HAMMERS— 


Qo geht air-operated riveting ham- 
ise in the fabrication 
uluminum products is 
ed | ngersoll-Rand Compar 
ivailabl n two types, one a | 
sti , last tting model for ordinar 


he other, a long stroke, slo 





nachine designed primaril 


I sott iro f 
i e turnished with ¢ 
. i i ( set, Or a pus 
andle 
120- DIESEL MOTOR— The 6-c 
ler Diesel motor n one PC Ir 
ternational Harvester Company is de 
pendable, compact and cost-cutting. It 
ts large savings in fuel costs on all 
ationary and mobile power unit appli 
ations within its capacity. It operates 


2 small amount of low-price fuel, at 
S as easy to start and operate under all 


tions as a gasoline engine, 
ROD Size 5 


121 ne Over 


[ bearings are listed and describs 
re than 350 listings of bronze 








ars, in Johnson Bronze Company cata- 
Other items such as_ graphite 
! S lubricating earings an 
" a luded 
ms WELDING— \ valuable guide to 
g mmonly used metals and al 
is been printed in chart form 
Linde Air Products Company, a 





irbon Cor- 
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Before you urcite that 


i I) REQUISITION. 


——— WAKCESTIIESIWA'S ICE 
PENGIPTEST 


TWO METAL MASKS AND 
TURQUOISE PENCIL FREE 


E wish we could show you all of the scientific testing 

equipment with which we verify the —s and meast 
the extra point strength, smoothness and wear of Eagle “Chem 
Sealed” TURQUOISE drawing pencils. 

Fortunately, our patented super bonding process and oth« 
refinements of manufacture make these superiorities so marked 
that you can readily prove them yourself with far simpler equip 
ment. For an impartial test by your own hand, send at once for 
set of our testing masks and a TURQUOISE pencil in any grad: 
you wish to try. 

In one mask, insert the TURQUOISE; in the other, the co: 
sponding grade (identically sharpened) of your present decivies 
pencil. With both pencils thus hidden, put them through the 
severest tests for smoothness, coverage, wear and point strength 
Then, when you oy finally determined which pencil you prefe: 
open the masks. We shall be content to abide by your decision 


EAGLE PENCIL COMPANY, 703 East 13th Street, New York 


In writing Jor your testing equipment, please mention this publicat. 
official position, and the name of your pencil supplier 


WEE Chom Seared TURQUOISE 


Reg. U. S. Pat. Off 


a. DRAWING PENCILS 


These two-piece 
metal masks tele- 
scope over the 
pencils, hiding all 
identifying char- 
acteristics andex- 
posing only the 
sharpened ends 
for your test. 





usa. EAGLE “Chemi-Sealed” TURQUOISE Soar 2H 


When writing Eagle Pencil Company please mention Purchasing 










































123- CLEANING PAPER MILLS— 
The cleaning problems of a modern pa 
per mill is discussed in one of a series 
of bulletins covering such problems in 
different industries. Every paper mill 
has some one or all of such cleaning 
problems as slime removal, cleaning sand 
filters, suction couch rolls, suction boxes, 
segment type stock filters, felts, and the 
removal of pitch from wire, etc. The 
Magnuson Products Corporation manu- 
facture cleaning compounds designed es- 
pecially to meet varying conditions. This 
problem is of prime importance because 
of the direct effect on the quality of pa 
per produced and cost of production 


124-CHIP BREAKER — \ hand) 
wall chart illustrating a practical type 
of chip breaker design for Kennametal 
steel-cutting carbide tools, has been is- 
sued by the McKenna Metals Co The 
design which is a shallow groove only 
004-008” deep, serves to convert steel 


chips into short, coiled pieces which are 
easily shoveled up. The reverse side o 
the chart shows how this shallow groove 


















: the followin 


* New catalogs and bulletins to keep 
the purchaser informed on industrial 
products. 


ON REQUEST 


may be ground by hand on a silico: 
bide or diamond impregnated wheel 


125-GROUP WASHING FIX- 
TURES—A stainless steel group was 
ing fixture and soap dispenser, w] 
compares favorably in price with any ot 
dinary washing fixture, is being mat 
factured by the Metalloid Engineerir 
& Mfg. Co. The tub of the fixtures is 
not drawn from a single fort Const 
quently the chrome content of the stain 
less steel is not disturbed or impairé¢ 
which makes for 100% rust-proofi 
ficiency. 


Precision-built, heavy 

mixing assembly, spray-head and 1 
tor control assures perfect temp 
and pressure control at all tims 


126-ROLLER CHAINS—.\ |: 


book ot roller chain engineerit lata 


has been made available to power t1 
nission engineers, plant executives 
designers by the Morse Chain | 
pany. This book contains complete 
detailed information on constt 
pacities and applications of rollet 
The drive is completely intercha 
able with all other round pin r 
through an ingenious 


sign contains a positive oil feed s 


chains, vet 


in every link. It includes power tr 


mission capacity tables for pitches 
ve” to 214", 


of chain lengths, table showing sprocket 


a guide for the calculat 


dimensions and types, features show 

proper chain drive lavout, a discussior 
ot tvpes of oiling Svstems and a wealt 
ot othe | 
information 


valuable roller hain. drive 

















g literature: 


, State ---° ae 






127-CASE SEALING—A brochure 
is being distributed by the National Ad- 
Division of National Starch 
Products, Inc., to assist users of corru 
gated and solid fibre containers in im 
proving their sealing work, and in mak- 
ing the most of their investments in 
equipment and supplies for the shipping 
department. It contains trade terms and 
lefinitions, rules and regulations of car 
riers, how to identify shipping cas¢ 
stocks, advantages of glue sealing, how 
to evaluate glues, and general recommen 


ations for glue sealing. 


hesives 


128- PAPER— \ few of the letter 
eads which were among the prize win 
ners in the 1939 contest for outstanding 
work on Neenah’s rag content bonds, are 


resented in a portfolio. Among the rag 


content bonds, manufactured by Neenah 
Paper Company, is a paper that will 
neet vour needs for letterheads, office 

ms, envelopes, stock certificates and 
similar requirements. They are made in 


le range of colors, in bond and ricl 


sh, and ll special opaque 


129-BALL BEARINGS—‘ _ jwoklet 
offered by New Departure Division 
General Motors Sales Corporation, er 
nterchangeable Ball Bearings for 
contains numerically ar 


+ 


lists of competitive ball bearings 
together with their corresponding num 
bers, definitions of letters and letter com 
inations used by various manufacturers 


haracteristics, also 





to identify bearing c 


formation on specifications and toler 


130-LUBRICATION OF BEAR- 
INGS— \ lubricant for ball and rolle: 


Q ust be strictly neutral and 
lev 1 ot ar tendency to develop tree 
tatt a Is t must prevent the vel 
eration ¢ frictional heat and must 


haft 


a seal between the rotating sha 


1 sing to exclude foreign matter 
Higl inished surfaces of balls and 
rollers must be protected with a con 


1 


stant film of lubricant to prevent attack 

1 acid fumes. A valuable 
illetin entitled, “Lubrication and Main 
ance of Ball and Roller Bearings 1s 


hem offered by the New York & New 


131— PRESSES—1T double crank 
presses manufactured by Niagara Ma 
ne & Tool Works, cut, blank, draw, 


mboss sheet metal in the pro 


form and ¢ 
pieces of considerable area 
Chev are also used for perforating rows 


holes, for straight line bending opera 


tions, and for operating groups of pro 

gressive dies. They are made witl 

straight uprights and gap uprights in a 
le range of sizes and capacities 


132- BROACHING MACHINES — 


[he comprehensive line of single and 


louble slide vertical surface broaching 
machines, manufactured by The Oilgear 
Company, are illustrated and described 
bulletins 


two Twenty-two standard 


ichines feature patented, inter locked, 


1 


automatic, shuttle mechanism positively 


PURCHASING 











TRADE MARK 


sTRONGER IN 
BEFORE 


HOW THE NEW “SOFT-TUFF” SCOTTISSUE TOWEL HELPS ELIMINATE: 


LINT soft as it is, 
the new “Soft-Tuff”’ 
ScotTissue Towel is 
designed to practi- 
cally eliminate lint 
being left on skin or 
clothes. Men, and 
women, too,find this 
luxurious tissue tow- 
el gentle and pleas- 
ant to use on hands 
and face. One doesa 


complete drying job. 


TEAR Try this convinc- 
ing “Rub Test.” Soak both 
an old-type ScotTissue 
Towel and a new “‘Soft- 
Tuff” ScotTissue Towel 
in water. Wrap one 
around each hand and rub 
together. See how sturdy 
the new towel is... how 
it resists tearing when 
saturated. Insist on these 
money-saving “‘Soft-Tuff”’ 
ScotTissue Towels, 


WASTE One new 
“Soft-Tuff”’ ScotTissue 
Towel can dry com- 
fortably, thoroughly. 
Soft, stretchy, absorb- 
ent—this amazing 
towel can be used wp 
to saturation. That's 
why it is proving so 
economical under all 
service conditions. 
Sanitary, convenient 
in dustproof cabinets. 


USE THAN EV. ER 
¢ Mr. Thirsty Fibre is 


still SOFTER a! heart 


THE NEW 


Soft-luf? Scot Tissue Towels 


AMAZINGLY STRONGER IN SER\ 
... YET FAMED SOFTNESS RET 


TISSUE TOWEL may be made 
A extremely tough or soft. The pz 
produce a tissue towel with the props 
softness, strength and absorbency esse 
fort and economy. 

Now, while retaining the balanced 
stretch of the famous Scott ““SOFT-WE\ 
Scott engineers have developed the 
Tuff” ScotTissue Towel. The strens 
new-type tissue towel when saturate 
multiplied! 

As s-t-r-e-t-c-h-y, and softer tha 
the new ‘“Soft-Tuff’? ScotTissue Tov 
greater drying ability. Every one of its 
inches can be used wp to saturation 
they go farther. In economy tests, th 
Tuff” ScotTissue Towel has materia 
previous ScotTissue Towel consumpti 

The “Soft-Tuff’” ScotTissue Towel! 
Duralose Product—is now available fro 
Scott distributors and many represent 
coast to coast. They will be glad to den 
you the increased satisfactions and sa\ 
amazing tissue towel. Call your loca 
tributor today, or write direct for san 
Paper Company, Chester, Pa. 


Scott Washroom Advisory Service 


is available to help you arrange washroon 
hygienically and economically. It will sugge 
prove traffic conditions, reduce waste and inc: 
and customer good will. Write for details 


Scot fissue Towels 


Copr., 1940, or Paper Co. Trade Marks “‘Sco 
Fibre’’ Reg. U. S. Pat. Office. Trade Marks ‘‘Soft 
applied for. 
































































locked in broaching position, high speed 
harmonic shuttle table operation, variable 
broaching speed, simple push-button con- 
trol, hardened and ground ways, pressure 
lubrication and many other outstanding 

Typical surface _ broaching 
machine installations are included 


leatures., 


134- BELT GRINDER— A heavy duty 
belt grinder equipped for dry or wet 
Porter- 
Cable Machine Company. It has pro 


grinding is manufactured by 


visions for a variety of speeds from 
2400 to 600 f.p.m. for grinding metals 
plastics, ceramics, glass, rubber, etc. It 
can be used for squaring, cleaning, but 
ring, facing, polishing operations, for 
removing gates and flashing 


135- WATER TEMPERATURE 
CONTROL— The water te 


controls for hot water heaters; wash 


perature 


sinks; shower baths; industrial process- 


Diesel and gasoline engine and large 
water svstems;: 
trucks, 


motives; and 


air compressor cooling 
sewage disposal plants, washing 


hbuse Ss, automobiles ind loc 


ADVBRITSENU Faurd aces 


® New catalogs and bulletins to keep 
the purchaser informed on industrial 
products. 


ON REQUEST | 


drinking water systems, 
described and illustrated in a compré 
hensive catalog issued by The Powers 
Regulator Company. 


136- POWER TRANSMISSION 
EQUIPMENT—. \ source of nie i 
tion indexes valuable to “fener'sige 

gents, as well as engineers, have 


prepared by the Pyott Foundry & 
chine Company. They are designe 
save you time by providing in cor 
form a complete list of Pyott pri 
which include ball bearings, « 
chains, couplings, gears, pulleys, 
sprockets, V-belts, exc. 

137— FLUORESCENT — —— 
How the RLM Standards Instit 
serves the buyer, what is Mick ( 
how standards are maintained 
world-famed testing laboratory, is 
estingly told in a handy booklet. | 


of the items that has meet all spe 
tions is a fluorescent twin lam] 
celain enamel unit. These luminaries 
designed for use with two 40-watt 48 
Mazda lamps. Thi 
applicable for general lig 


fluorescent 
particular] 
ing of interiors where uniform illun 
tion and color correction is desir 
They consist of a single porcelain er 
reflector with closed ends, Square 
ners, either with or without suital 
sockets, auxiliaries and control 

to operate on normal voltage ranges 
110-120, 190-208, and 220-240, and at 


power factor of not less than 90° 


4/49 








138— PAPER PULLEYS—1ndustrial 
uses for paper pulleys made by the 
Rockwood Manufacturing Company are 
booklet No. 860. It 
should be helpful to all those interested 
in plant equipment and its maintenance 
since it contains a complete list of stock 
pulleys which are always avail- 


given in their 


sizes of 


able 


133- UNIONS — \n interesting circu- 

I ued by the Rockwood Sprinkler 

any, features their dualstee 
1 1 ] 

s (regular nut and hammer lug 

t), their standard union with two 


\lolybdenum steel seats and their 300-11 


Heable Vulcan union. They are of 


iction with no inserted seats 


140- PHYSICAL PROPERTIES 
CHART— A compact chart size 814” x 
giving tensile strength, yield point, 
longation, reduction of area, hardness 
er average physical properties of 
nearly fifty different types of steels, is 
ffered by Joseph T. Ryerson & Son 
This data is conveniently arrange 

] 

i 


L 
der a desk glass top 


s manufactured 1 
L ints LO Wh el 1 
grease it will definite ( 
Stain the or Inal ¢ i s 
emi-solid and fluid lubrica 
ir s( under the 
It ools ¢ ¢ ( 
| tting OW 


142- aes —A booklet 
entinc Washroom Sel 


, 
ak to ee Sean 1 
T S b: s¢ oO! an ( ~ ( 


indreds of industrial, 

nstitutional washroom installations, 
a hely ful advisor Service 
allable withou cost to ar 


es, plant superintendents al 


143- SANITARY CONTAINERS — 


Keep step w modern packag tret 
ic] Sealright si ole 
| ir¢ cle in al | ‘ 
\ esting pamphlet 1ssued 
“Ca .% Ine snows ney i i 
strial products 


144- Uae BUTTON CONTROL— 


tstanding contribution to crat 
Shepard Niles 


ane & Hoist orporation, is the sele 


1 


mst operation \ 


e 5-speed push button control and the 
( eed push button control, applied 
ranes and hoists Mechat 
electrical details are included in an 
ive bulletin as well as a series 
ap! 

145- DROP - FORGINGS— 1) ro p- 
9 rmation for , eet al nd 
signers is contained in a handy file 

listributed by J. H. Williams & 
t contains weights of metals and 


raft equivalents, as well as a 
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... THE NEW STREAMLINED 


A 





WW 


\\ 


Underwood Sundstuand 


ADDING-HIGURING MACHINE 


Underwood Sundstrand, always at the forefront in the adding- 
figuring machine field, announces a new Portable Electric Model. 
Streamlined in appearance—streamlined in action. Designed to 
do your adding-figuring quieter, easier and faster. 


May we bring an Underwood Sundstrand Adding-Figuring 
Machine to your own office to be used on your own work and 
by your own operator? Just telephone our nearest Branch 


Office today! 


Adding Machine Division ... UNDERWOOD ELLIOTT FISHER COMPANY .. . Adding 
Machines ... Typewriters ... Accounting Machines, Carbon Paper, Ribbons and other Supplies 
One Park Avenue, New York, N. Y. Sales and Service Everywhere. 

Underwood Elliott Fisher Speeds the World’s Business. 


Copyright 1940, Underwood Elliott Fisher Company 


HER EYES ARE ON 
THE WORK, NOT 
ON THE KEYBOARD 


On the Underwood Sundstrand 
there are only 10 numeral key 
scientifically arranged to make 
touch figuring the natural method 
of operation. The result is increased 
figuring speed and greater figuring 
accuracy. 














When writing Underwood Elliott Fisher Company please mention Purchasing 
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ABYBRIISIN i -S REas 


I. are interested in the suc- 
cess story of the salesman 
| for a “technical product’—in this 
| case, it happened to be refractory 
fire brick—who tripled his sales by 
carrying through a special cam 
paign of acquainting purchasing 
agents with his personal technical 
qualifications and thereby adding 
to the prestige and confidence which 
his recommendations carried. Pri 
marily a sales story, it does have a 
valuable slant from the purchasing 
angle as well, since it concerns one 
of those commonplaces which, in 
business as in life, have to be re 
discovered every once in a while. 
Purchasing agents are not unaware 
of the importance of qualified sales 
representatives, but have generally 
approached the subject from a nega 
tive angle. They believe that they 
are entitled to deal with competent 
and informed salesman; one of the 
most frequent complaints refers to 
the salesman who does not know his 
product. But perhaps we as buyers 
are prone to let this factor rest at 
the level of ordinary competence, 
overlooking the plus values that 
come with exceptional knowledge 
and technical ability. If this sales 
man was able to persuade such a 
large proportion of customers that 
such values did exist for them, and 
assuming that their judgment was 
on the whole a sound and intelligent 
appraisal of his story, then it would 
seem a reasonable conclusion that 
similar values and opportunities 
might be found among other sales 
men and in other fields. 


HE Domestic Trade Depart 
ment of the Los Angeles Coun 
ty Chamber of Commerce is dis 
tributing a very useful compilation 
of public purchasing offices in that 
trade area, with some illuminating 
information concerning the impres 
sive volume of their purchases, how 
they buy, and how to sell ’em. Af 
ter outlining the necessary steps for 
getting a supplier’s name on the bid 
ding lists, the report goes on to 
advise: 
“One item, in connection with 
bidding, is important. 
“Whenever you receive an in 
vitation to bid, be sure to submit 


writting The L. S. Starrett Co. please mentios 











PURCHASING 


a quotation. If, for some reason, 
you are not in a position to fur- 
nish the merchandise required, bid 
at a figure so high that you can 
not possibly secure the order. In 
other words, submit a courtesy) 


ia. = 

‘The purpose of always submit 
ting a bid is this ... bid lists are 
hecked from time to time and, 


when it is found that a firm has 
failed to submit a bid on several 
successive occasions, that firm is 
lropped from the list as uninter 
ested. Tl € 
that considerable expense is at 
tached to mailing of invitations to 
and it is necessary to weed out 


lead wood from time to time.” 


reason 1S, of course, 


[his advice is distinctly of the 
‘practical” school, but it is unfor 
tunate that it should be stated as a 
general principle of selling to the 
governmental P. A. If it were con 
fined to the exceptional or 
sional circumstance, it might be 
justified, but it plainly sets up a 
principle to be 


OCcCa- 


observed on “sey 
and that, 
requires a new 
efinition of the terms ‘“‘dead wood”’ 
and ‘“‘courtesy”’ as used in this dis 


eral successive occasions,” 
it seems to F.O.B., 
d 
cussion. The deliberately high, im 
possible bidder is no less dead wood 
on a list of suppliers than the firm 
which does not bid at all, and it is 
difficult to discern the elements of 
courtesy inherent in such a prac 
tice. ¢ Ourtesy to whom? There is, 
of course, commendable considera- 
tion for the wasteful expense of 
mailing invitations to those who do 
not care to bid, but under the pro- 
cedure as outlined above that ex- 
pense is perpetuated, and is com- 
pounded by the expense of receiv- 
ing, tabulating, and analyzing bids 
which are not submitted in good 
faith. And this is taxpayers’ ex- 
pense, May we remind public buy- 
ers (and their suppliers) that part 
of the P. A.’s job is to recognize 
dead wood in whatever form it may 
appear, and to get rid of all the 
wasteful expense which it entails. 
6 & 
\yVt: have previously had occa 
sion in this column to refer 
to the work of the Anglo-Irench 
Purchasing Commission as one of 
the most astute buying operations 
that has ever been conducted in this 
country on a large scale. The an- 
swer seems to be that these gentle- 
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men are constantly aware that their 
job is to buy, not to be sold. One 
example —‘‘out of hundreds” as 
the syndicated press report has it 
—concerns a small New [ngland 
manufacturer who was _ pleasantly 
astounded to receive a very substan- 
tial unsolicited order for his special- 
ty. Asked by his banker how he 
happened to land the business, he 
didn’t know, could only guess at the 
possible connection with a small 
test order he had received from the 
U. S. government two years back. 
But he could, and did, fill the order, 
to the wonderment of some larger 
competitors as well as of himself. 
Without breaking any markets, and 
without permitting a sellers’ market 
to develop in the face of a large and 
urgent requirement, the Anglo- 
French buyers quietly continue to 
buy where the buying is good. 
. a 

I. have frequently insisted 

that Purchasing Agents are 
essentially human beings, who re- 
act to circumstances and influences 
in a perfectly normal fashion. Pur- 
chasing Agents, we know, prefer 
and react most favorably to the con- 
crete, factual approach in advertis- 
ing, sales presentations, and product 
literature. It is therefore with more 
than usual interest that we read 
“For Glory—or for Sales?” in the 
March issue of Food for Thought, 
the stimulating and practical little 
house organ of The Kellogg Serv- 
ice, Inc. Mr. Kellogg notes the 
growing trend of large food adver- 
tisers on the radio to cut their ex- 
pensive programs down to a halt- 
hour and using the ‘commercial’ 
to tell consumers something that 
they want to know about the prod- 
uct. The advertisers are learning 
that “appreciation and loyalty are 
nice words, but they are not buying 
reasons .. We do not decry the 
yalue of showmanship, or minimize 
its importance as a selling tool... . 
Showmanship should be recognized 
as an attention-getter and nothing 
more—whether it is applied to ra- 
dio, magazine or newspaper adver- 
tising, or any other form of mer- 
chandising. In order to be fully 
effective, it must be supported by 
real definite evidence to the 
consumer as to what that product 
will do in actual use.” That’s 100% 
good industrial purchasing doctrine. 
Yes, Purchasing Agents are typical- 
ly human, and when people in gen- 
eral become purchasing-conscious, 
turning their attention to the buying 
problem which is the P. A.’s daily 
job, that fact is very clearly demon- 
strated. 
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When writing LC Smith & 


freedom for 
secretaries ! 


DO TOMORROW’S WORK FASTER...AND EASIER! 


There’s a new lightness of touch in 
this new LCSMITH...a newspeed... 
an ease of action that reduces fatigue. 
New typing aids, too, that increase 
your efficiency, save energy: 
Seven positive touch adjustments, from 
very light to EXTRA HEAVY... adjust 
for your own touch. New Automatic 
Margin Set (one-hand operation to set 
or clear!), famous Floating Shift...Im- 
proved Tabulator ... Interchangeable 
Platens ... Half-Spacing! 





SECRETARIES: Send 
for this new edi- 
tion of “Tips to 
Typists” ... a use- 
ful little booklet of 
time-saving ideas 
on typing. Free 
on request. 


...1n our honest opinion...the easi 
est-writing, the most economical, the 
most efficient of office typewriters 
this new LC SMITH should be seen 
and tried by everyone who buys or 
uses typewriters. It is, indeed, 
secretary's dream come true!”’ 

Free demonstration in your office 
... phone any branch or dealer. 


L C Smith & Corona Typewriters Inc 


Desk 4, 189 Almond St., Syracuse, N. Y 





THE NEW Siper: 


LC SMITH 


...makes long jobs shorter...means a new freedom for secretaries 





Corona Typewriters Inc please mention Purchasing 
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K & M CORRUGATED ASBESTOS 
LIVES MAINTENANCE-FREE 


IN A STEAM BATH" 


When hot coke fresh from the ovens is suddenly 
quenched with water, huge bursts of steam spout 
over the entire interior sidewalls of this coke 
quenching building. A sidewall material was 
required that would live through such conditions 
without a penny’s worth of maintenance year in 
and year out. 


A large steel producer found the economical 
answer in K & M “Century”’ Corrugated Asbestos. 


Ka M “Contwy” CORRUGATED ASBESTOS 


*An actual case from the files of Keasbey & Mattison Company 


KEASBEY & MATTISON 


COMPANY, AMBLER, 


PENNSYLVANIA 
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They found “Century” Corrugated not only able 
to live unharmed in a steam bath, but fire-resisting, 
weather-resisting and rot-proof to such a degree 
that its maintenance cost is zero, even without 
protective painting. 

This unusual service condition proves that 
“Century” Corrugated can cut your building main- 
tenance costs, too. Write Dept. 05 for complete 
catalogue information. 
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